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In THE SATURDAY EVENING POST 











thr beathers....OR LESS! 


That is the Freeman rule of shoecrafting—to use bet- 
ter leathers than necessary . . . and keep the price 
down! The shoes in the “Post” advertisement above 


are a fair sample. Read the specifications . . . genuine 
buckskin, Norwegian calfskin, peccary pigskin. When 





Mey, 


customers learn that you are selling shoes like that, at 
Freeman prices, they're customers! . .. Let us show you 
the complete Freeman line—Bootmakers, Master Fit- 
ters, and regular Freemans. Name a date and we'll 
break a date to make it! 


FREEMAN SHOE CORPORATION «+ BELOIT, WISCONSIN 
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CHARLES F. KETTERING, Re- 
search Vice-President of General 
Motors, at the dedication exercises 
of the New York World’s Fair, 
said: 

“We are so far behind that | 
am ashamed of our engineers, scien- 
tists and research laboratories. We 


know we are far behind because we 
have many men out of work, a lot 
of money lying idle in the banks 
and an enormous amount of raw 
materials. When we have these three 
essentials—men, money and mate- 
rials—with nothing for them to do, 
it can only mean that we are way 
behind in developing new products 
to put them to work. 

“Tt is to leaders of business who 
have money and authority that the 
nation must look for leadership in 
getting us started to prosperous 
times through constructive work. 
True leaders will cast out fear of 
the future and, by sponsoring the 
development of new things and im- 
proving the old, make that future 


better in every way than the old 

troubled past.” 
. . * 

BR. M. BROADHURST of Broad- 

hurst’s, Inc., Denver, Colo., says: 

“The creation of so many shoe 
fads is not a business stabilizer but 
instead is becoming almost a busi- 
ness hazard to the exclusive shoe 
dealer. 

“Recent shoe innovations are be- 
coming too short-lived for success- 
ful merchandising which requires 
such heavy promotions for the 
necessarily rapid turn-over for prof- 
itable handling of such stock. Then 
too, converting the public from the 
more conservative styles to these 
modes of the hour increases service 
in a tremendous way, which is en- 
tirely out of proportion to the num- 





“Just what shoes will meet the 
greatest public favor and for how 
long are the unknown quantities in 
the present trend to fads that are 
giving the individual shoe dealers 
the jitters.” 
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FRED WERNER of the Werner 
Shoe Company, St. Joseph, Mo., 
says: 

“I want to congratulate you on 
the splendid article in the issue of 
March 11. I have been wanting to 
write you ever since I read it but 
somehow did not get time to do so. 


Me - 


Pe, 
S i Exe 


“It is a revelation to me in these 
days of sham, tinsel and make-be- 
lieve to find a man who has the 
courage to come out as you have in 
your artile ‘OPEN TOE— 
STRANGE SYMBOL OF THE 
TIMES’ and speak your mind 
frankly. 

“We have always tried to conduct 
a shoe business on ethical lines and 
really rendered a service that the 
public has a right to expect of us. 
I have sold shoes at retail for 34 
years and never, in all my experi- 
ence, have I seen such flimsy, poor- 
ly-built, crazy-style shoes. 

“It seems to me that the industry 
has let the ‘Jitter Bugs’ and ‘Gold- 
fish Eaters’ dictate the style and 
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construction of shoes, instead of 
the time-tested common-sense meth- 
ods, which have and will continue 
to hold the confidence of the pub- 
lic, if we have the courage to fol- 
low through with the long range 
success of the industry at heart.” 


@NE has heard the oft-mentioned 
phrase, “as hard as selling bathing 
suits to Eskimos,” but Charlie Hav- 
ranck, New York representative of 
the Swan Shoe Company and secre- 
tary of the Boot and Shoe Travelers’ 
Association of New York, recently 
had somewhat of the same sort of 
experience that left him vaguely 
puzzled. A man dropped into his 
office one day recently and pur- 
chased a hundred pairs of cork- 
soled beach sandals. In writing out 








the order, Charlie found out that 
the shoes were to be shipped to 
Devlin’s, a store in Juneau, Alaska, 
not so very far from the Bering Sea. 

This sort of discredits the old 
phrase and it would seem there is 
a potential market for that bathing 
suit salesman that he didn’t dis- 
cover. Anyway, it takes a shoe man 
to ferret it out. 


MMAAJOR BENJAMIN H. NAMM, 
president of the Namm Store in 
Brooklyn, said: 

“Business men should ask them- 
selves: Are we taking the necessary 
steps to purge our industry of exist- 
ing unfair trade practices? Are we 
developing higher standards of 
social welfare in dealing with our 
employees? Are we improving our 
relations with consumers and con- 
sumer organizations? Is big busi- 
ness being more helpful to little 
business? And last, but not least, 
are we displaying toward our elected 
representatives in Washington an 
attitude of sincere and constructive 











—New York City is quite a town. 

—the latest estimate of population 
in the Metropolitan Area is well 
over 10,000,000. 

—Believe it or not, this trading area 
consumes more shoes than the 
Dominion of Canada; 

—And 15,000,000 more pairs a 
year than Sweden; 

—And a few million more pairs than 
Massachusetts and Indiana and 
Nebraska combined; 

—And approximately 8,000,000 
pairs more than the great State 
of Texas... 

—Believe it or not! 


See 


President 





green through constructive Con- 
gressional action,’ could provide ad- 
ditional jobs for from 20 to 25 per 
cent of all the unemployed in the 
country.” 

ILAHDEN SAAPAS, leading shoe 
manufacturer of Lahti, Finland, 
who makes everything in shoes— 
women’s, men’s and children’s— 
plus ski, sports, running shoes, etc., 
came to New York last week, to 
appear at a choral concert at Car- 
negie Hall . . . for with all his 
talents in shoemaking he possesses 
one talent more—a glorious voice. 





He paid us a visit, in the com- 
pany of Alex Mack, the latter being 
somewhat elated by the fact that 
the United States Government has 
issued to him Design Patent No. 
114150 on the original NURMIS 
wooden sole shoe, which may be 
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seen by visitors to the Finnish Pa- 
vilion at the New York World's 
Fair. 

HRERMAN DELMAN rated a five- 
culumn article, with pictures, in the 
second section of the New York 
World Telegram last week in the 
serial: “MEN ARE DESIGNING, 
TOO.” (A man’s eye report on 
stylesmiths to the fairer sex.) Allan 
Keller, World-Telegram staff writer, 
says: 

“Delman—no one remembers 
first names among designers—has 
become famous because of his con- 
viction that the male of the human 
species starts his surveys of the 
opposite sex from the ground and 
works up. Shoes are the focal point 


is & 


from which a well-turned ankle can 
lead the most enervated eye, and in 
the Delman scheme of design, the 
shoe can always be relied upon to 
attract attention. After that, ah, 
well, the shoe has played its role. 
“The very conspicuous success 
that attended Delman’s rise as a 
shoe designer rests in part upon his 
ability to bridge the chasm between 
the garish and the conservative.” 





PAUL WILLIAMS of Gregory & 
Read Company, gave a talk at 
Altoona, Pa., before manufacturers 
and leather men and said: 

“For greedy purposes and the 
want of additional business, we con- 
tinue to give easy credit. To let a 
large section of our industry live 
and operate, when we know that 
the inevitable end of these ‘fly-by- 
night’ business is loss and failure 
to the very suppliers who feel that 
they must get every scrap of pos- 
sible business (even though there is 
a credit risk and eventual failure). 
It is this fringe that makes compe- 
tition so tough for all of us. Actu- 
ally, every manufacturer and every 
merchant pays for these losses in 
the prices that he is forced to pay in 
cash. 
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“No man should be permitted to 
go into business, who hasn’t shown 
a capacity for understanding costs, 
bookkeeping and the necessity for 
making a profit The honest man 
is penalized by that fringe of the 
trade that is doomed to failure be- 
cause it hasn’t proper experience, 
sufficient capital and honest appre- 
ciation of real wages to workmen, 
real wages to management and real 
wages to capital invested, in the 
form of profits. 

“It’s about time that we stopped 
drifting and got a little hard-boiled 
on the subject of who is getting 
easy credit and why; who is mak- 
ing prices under competitive stand- 
ards—and who is milking the busi- 
ness because supply credit is so 
easy 


“Are the suppliers to manufac- 
turers going to continue to handle 
this problem lightly, or group 
themselves into the hands of a hard- 
boiled, so-called dictator, who will 
see that the creditors are paid every 
nickel and the parties who have not 
been honest severely punished at 
any cost?” 


MIOWARD KETCHAM, noted 
color expert, predicts that plastic 
ornaments and heels, both plain 
and novel, will become very impor- 
tant in the near future. 

Howard Ketcham’s recent entry 
into the field of shoe design came 
in connection with his work as color 
and design stylist for United Air- 
lines, which work includes costume 
selection for the stewardesses. Tv 
fit in with the new color styling of 
United’s plane interiors, he chose 
grey short jacket, tailored suits for 
the stewardesses with navy acces- 
sories — handkerchiefs, ties, and 
high-heel calf oxfords with suede 
to trim and scuffless “Pyraheel.” 

Because of the difficulties of find- 
ing a suitable and pleasing shoe for 
this purpose, Mr. Ketcham was 
prompted to submit a design. His 
entry, second prizewinner, was a 
two-piece design in Parisian blue, 
combining elasticized dull crushed 
kid in the front, with quilted 
polished kid for back, heel and cen- 
ter front trim. It was a high heel 
and modified open toe. 


NOAH had two lives. . . . in 1826 
Noah Gardner was convicted of 
forgery, a crime punishable by 
death (according to research work- 
ers of the Federal Writers’ Project 
vl New York City). 





So they hung Noah Gardner. 

Noah just hung . . . but refused 
to give up his ghost. After two 
hours of hanging . . . and living, 
the sheriff became impatient and 
cut him down. Then he proceeded 
to hang him for the second time: 
but Gardner protested. His argu- 
ment was that he had been con- 
demned to be hung—which pun- 
ishment had been carried out 
according to law; to perform the 
ceremony a second time would be 
murder. The sheriff agreed, but 
kept him in prison for an indefinite 
period. While so confined he 
taught some 300 prisoners the 
trade of shoemaking, which 
deed earned him a pardon and 
complete freedom. 
EPAVID R. BRADY of the Hack 
Shoe Company, Detroit, Mich., has 
designed and developed a new safety 


haseball shoe and they are now on 
trial in the Detroit Amateur Base- 
ball Federation. 

The steel spikes are eliminated. 
The removable, short metal pegs on 
the Brady shoe are sheathed by 
wear-resisting rubber and bare the 
peg only when pressed into hard 
ground, thus protecting the basemen 
and enabling the base runner to get 
a firm footing. 

The pegs on the shoe bottom are 
fastened to a spring steel cantilever 
plate. This is said to bend in unison 
with the ball of the foot while the 
wearer is running. This increases 
the speed of the runner because it 
enables him to get well up on his 
toes, where the best sprinting pur- 
chase is obtained. 

Mr. Brady says: “My shoe is the 
first baseball shoe to have the flex- 
ible forepart. It fits better due to 
specially designed right and left foot 
tongues which are made to lay per- 
fectly over the instep. The tongues 
are built in the same angle as the 
bones in the ankle. Also, I believe 
my shoe will lessen the possibility 
of twisted ankles. The present base- 
ball shoes wobble, due to the length 
and placement of the spikes. On 
hard ground a base runner has a 
good chance to twist his ankle. My 
shoe is built close to the ground and 
sets firm.” 
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‘How about five dozen assorted patterns for ao pair of white oxfords?” 











PROPOSED CHANGES im TAXATION 
A Summary of Modifications Recommended in Brookings Report 


Corporation Income Tax 

1. Small corporations should be allowed a credit of 
$3,000. 

2. Operating losses should be deductible from in- 
come for a period of two years. 

3. Capital gains and losses should be disregarded in 
calculating the tax. However, if the Congress insists 
on taxing capital gains as income, capital losses should 
be deductible. 

4. The tax on inter-corporate dividends should be 
abolished. 

5. Greater flexibility should be permitted in the han- 
dling of depreciation charges. 


Capital Stock and Excess Profits Taxes 


Both taxes should be eliminated. If it be deemed 
necessary to maintain the existing volume of revenue 
from corporation levies, the result should be gained 
by an increase in the rate on corporate income. 


Social Security Taxes 

1. The old age annuities should be financed on a 
pay-as-you-go basis rather than by the accumulation of 
a huge reserve. 


LIFT 
The BURDEN 


of 
TAXATION 


2. The rates for the old age annuities should be 
temporarily reduced from 1 to % of 1 per cent, and 
be subsequently increased only as benefit payments 
necessitate. 

3. The modest contingent reserves should be in- 
vested in ing government bonds at current 
rates; and the financial administration of the system 
should be segregated from the fiscal operations of the 
Treasury. 


Undistributed Profits Tax 

This tax should be abolished. 

Personal taxes and tax-exempt securities: 

1. The surtax rates in the upper brackets should be 
substantially reduced. 

2. The normal income tax on corporate dividends 
should be eliminated. 

3. Capital gains and losses should be disregarded. 
However, if this is not done, deductions for capital 
losses should be a , 

4. The Federal income tax should be made to apply 
to State employes and Federal employes should simi- 
larly be subjected to State income taxes. 
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The Brookings Institution Sees the Nation Confronted with a Situation 
Where a Clear-Cut Choice Must Be Made Whether “to Continue the 
Present Tax System, Which Arrests the Flow of Funds into Capital 
Enterprises, or to Modify the System in the Interest of Industrial 
Expansion, Greater Employment and Higher Standards of Living” 


PRACTICAL business men, as well as economists, are 
coming more and more to an acceptance of the view- 
point that tax reform is an essential first step to eco- 
nomic recovery and the return of prosperity. The 
reasoning that supports this opinion is based upon the 
unquestioned fact that the successful functioning of 
the American system of free enterprise depends upon 
the reinvestment of the profits of industry in new ven- 
tures, which in turn depends upon the preservation of 
the profit motive. If taxation—and this includes State 
and local as well as Federal taxes—takes too great a 
toll of profits, then the motive which should prompt 
men of wealth to invest their capital in new enterprises, 
or encourage going concerns to extend their activities, 
is lacking. When investment slows up unemployment 
follows, trade slackens and the vicious circle of defla- 
tion is under way. 

Even in Washington there is a growing belief that 
if unemployment is to be reduced and the national in- 
come raised to the eighty billion mark which the Ad- 
ministration maintains would restore prosperity, bal- 
ance the budget and solve most of our economic 
ills, industry must be encouraged to invest its idle 
capital in new enterprises and provide the plant ex- 
tensions and improvements which would stimulate the 
heavy industries and create new jobs.. A well planned 
program of tax reform, designed not only to lift some 
of the burden of taxation from industry but also to 
eliminate the overlapping of State, Federal and local 
taxes, both income and excise, would, in the opinion 
of most business men and economists, accomplish more 
than any other one thing that could be undertaken at 
this time to restore the profit motive and give industry 
the green light it has been waiting for so long. 


TAX reform doesn’t necessarily mean sharply re- 
duced revenues for government or the curtailment of 
essential activties. It may well mean increased revenues 
in the long run. As a prominent government official 
pointed out recently, the dollar which is left to industry 
may mean more, in helping the government to solve 
its fiscal policies, than the dollar which is taken in the 
form of taxation. 

Admitting that tax reform is desirable and necessary, 
how is it to be achieved? The machinery of govern- 
ment in a democracy frequently operates in a slow and 
more or less ponderous fashion. The complete co- 
Ordination that would facilitate prompt and decisive 


action is sometimes conspicuously lacking. That is 
particularly true in a democracy like ours, which de- 
pends upon a dual system of Federal and State legis- 
lation, as well as local administration by counties, 
cities, villages and innumerable other subdivisions. 
Nevertheless, democratic government does respond to 
the steady pressure of an enlightened public opinion. 
To achieve needed reform in any direction the first 
step, therefore, is to crystallize public opinion on what 
changes are necessary. If any worth while revision of 
our system of taxation is to be brought about, it is 
first necessary to have some substantial agreement 
among business men as to what changes in the tax 
system are essential to business recovery and at the 
same time practical from the standpoint of serving the 
real needs of the government. 


THE growing realization of the pressing need for tax 
reform gave special interest to the detailed program of 
tax modification urged by the Brookings Institution, of 
Washington, whose research work in many fields is 
known to most business men and enjoys the confidence 
of economists and government officials as well as leaders 
of industry. This institution’s report, based on a very 
extensive study of the broad subject of taxation by 
Dr. James D. Magee, head of the Department of Eco- 
nomics at New York University, was made public last 
week. The tax study forms part of a comprehensive in- 
quiry by the Brookings Institution into the operation 
of the American capital market, which is expected to 
be completed in the early Fall. The recommendations 
for changes in taxation methods are summarized here- 
with. 

The Brookings Institution finds that the nation is 
confronted with a situation where a clear-cut choice 
must be made, whether “to continue the present tax 
system, which arrests the flow of funds into capital 
enterprises, or to modify the system in the interest of 
industrial expansion, greater employment and higher 
standards of living. 

“The gains resulting from the stimulus to the ex- 
pansion of private enterprise would in the near future 
much more than offset any probable revenue losses,” 
the report said. 

An expansion of capital enterprise, it added, was the 
only means of solving the unemployment problem, lift- 
ing the oppressive burden of relief and increasing 

[TURN TO PAGE 40, PLEASE] 








Right—The dark print dress, chic and 
practical for World's Fair jaunts is espe- 
cially smart with white hat and gloves and 
black patent shoes. Below, newspaper 
advertisement by Saks Fifth Avenue. 


HIGH HEELS 


And 
HIGH STYLE... 


A city of gleaming white, of pink and red. of 
yellow and blue, of wind-whipped flags and ban- 
ners, of gushing, wraith-like fountains, of green 
lawns and wide borders of flowers—everywhere 
color, everywhere movement, everywhere eager 
faces and hurrying feet. So many places to go 
and so much to see on this opening day, April 
30, of the New York World’s Fair—the Trylon 
and Perisphere, the dedication of the Temple of 
Religion, the official opening, the inauguration 
of George Washington, the dedication of the 
statues to the Four Freedoms; dozens of inter- 
esting exhibits to walk through, processions to 
follow, celebrities to glimpse. 

What will they feel like at the end of the day 
we wondered, those half million pairs of feet? 
We have read and heard and written so much 
about shoes for the Fair, the smart and com- 
fortable kind of shoe which every woman should 
own. What are they really wearing today? So 
we queried as we followed the crowds down the 
wide avenues and into the buildings. 


The Theme Center—the Trylon and Peri- 

sphere—looms above the 1216% acres of 

the New York World's Fair as half a 
million visitors open the Fair. 
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Upper Left—Reading clockwise—Crushed kid 

in ventilated walking shoe with low heel from 

I. Miller. Soft alligator calf in comfortable 

walking shoe with square toe and heel. Stetson. 

White opened-up oxford for Summer Fair days. 

E. P. Reed. Airy oxford in smooth calf. 
W alk-Over. 


IN FIRST PLACE 
AT FAIR ...... 


Sensible Shoes Distinctly Outnum- 
bered on the Opening Day of New 
Yerk’s World ef Tomerrow; Appar- 
ently There’s Still a Chance for Educa- 
tion, Promotion and Profit Threugh 
the Sale of Low-Heeled Watking Types 


Well, we hate to admit it, but the majority 
appeared in exactly the same shoes that they 
would have worn if they had spent the day com- 
fortably at home, in the Bronx, on Park Avenue, 
in Scarsdale, Topeka, Dallas or Oslo. Most of 
them were not wearing the sensible, low-heeled 
walking shoes that the retailer, the manufac- 
turer and the fashion writer have been advocat- 
ing for the past several months. Heels were 
medium or really high, backs and toes were 
open. (We only hope that the wearers followed 
the advice of a recent fashion article—not our 
own—and took an extra pair of stockings for a 

[TURN TO PAGE 61, PLEASE} 
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FOLLOWING a well-defined trend toward locating fine 
merchandising establishments away from the Los An- 
geles downtown business area comes I. Magnin’s new 
store out on Wilshire Boulevard at New Hampshire. 
This store is in the immediate vicinity of the Bullock- 
Wilshire store, Huggins and other equally well-known 
houses which specialize in the better grades of mer- 
chandise. 

Last word in beauty of design, luxurious furnishings 
and modern facilities, this six-story, $3,000,000 store 
building presents an eye picture that commands atten- 
tion, even in this area of extraordinary retail establish- 
ments. 

Entering from Wilshire Boulevard, the eye is caught 
by the sculptured motif of graceful antelopes high above 
the entrance. This motif is repeated on the spandrils 
above the entrances of all first floor salons. 

Arrangement of this first floor is described as a dis- 
tinct innovation in store design. In addition to broad 
aisles there are four individual salons, with shoes 
occupying the front, right-hand space. Walls of the 
shoe salon are paneled with hand-boarded baby calf- 


em 

r 
ee 
e 


INNOVATION in Shoe Store Design 


Part of the new Magnin shoe salon, which has a seating 

capacity of some 50 patrons, is shown in the photo 

above. The hosiery and bag, display and selling sec- 

tions are in an alcove to the far right. Entrances to 

stock rooms are through the mirrored swinging doors. 

One of the most complete assortments of fine shoes in 
the country is housed here. 


skins, tanned to a pale honey-beige shade. The walnut 
chairs are covered with the same leather. Draperies 
are of a special woven crinkle taffeta in beige. 

In all, there are three shoe sections in this store of 
magnificent spaciousness, the one described on the main 
floor, the Debutante or “Ranleigh” department on the 
third floor, and the children’s shop on the same floor. 
All three shoe departments are leased, with the local 
I. Miller interests controlling the street and Debutante 
departments. Ralph H. Baker operates the Cradle to 
College Shoe Shop. 

Both I. Magnin and I. Miller shoes are carried on the 
main floor department. This section is credited with 
having one of the most complete assortments of fine 
shoes to be found anywhere in the country. Everything 











Left: Mirror and section of wall 
of the first-floor shoe salon in 
new I, Magnin store, showing 
distinctive manner in which the 
walls are panelled with hand- 
boarded baby calfskins in honey 
beige shade. Chairs, settees and 
fitting stools are upholstered 
in the same material 


Below: Entrance to the 
I. Miller and I. Magnin 
shoé salon from the front 
of the establishment. Dis- 
play cases are of gold 
bronze with exquisitely 
decorated glass panels. 
Note sculptured motif of 
antelopes over the en- 
trance and general im- 
pression of spaciousness. 
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Interior of I. Magnin’s New Estab- 
lishment in Wilshire Boulevard, Los 
Angeles, Described as the Last 
Werd in Beauty and Modernity 


is carried from low heel active sport types to the finest 
evening sandals, in a price range from $12.75 to 
$75.00. Max E. Griger manages this department, fol- 
lowing the closing of the I. Miller Hollywood shop. 

In the third floor shoe department, just the youthful 
styleful types are stocked and at just two popular 
prices, $8.95 and $10.95. This section is also a com- 
plete stock in itself and also is fully capable of satisfy- 
ing critical shoe needs from sports to evening wear in 
shoes having the fashion appeal. Nothing staple is car- 
ried, however. Jerry Rickard is in charge here. 

I. Magnin has only one store located outside of Cali- 
fornia, the one in Seattle. Other stores are in Los 
Angeles, Pasadena, Coronado, Palm Springs, Santa 
Barbara, Del Monte, San Francisco and Oakland. The 
business was founded 63 years ago by the late I. Magnin 
and his wife, Mary Anne Magnin. It has grown to be 
one of the largest distributors of exclusive merchandise 
in the United. States and has won international recog- 
nition for fashion leadership. The present heads of the 
business, E. John Magnin, president, and Grover A. 
Magnin, vice-president, are sons of the founders. 








Open Display Speeds 
MEN’S SHOE SALES 
At BOYD’S 


ET was on April 1, 1936, that Harvey Kopp was 
mustered into service as head of the upstairs men’s 
shoe department of the Boyd-Richardson fashionable 
men’s store at Sixth and Olive Streets, in St. Louis. 

“I thought it was an April Fool’s Day joke at first,” 
he related, “but I have since found it was the most 
serious and best thing that ever happened to me.” 

Since that time Mr. Kopp has made many changes 
in his department’s operation and only recently was 
given charge of Boyd’s Subway shoe section in an 
effort to adapt his successful operating principles to 
that department’s faltering efforts. 

Shortly after Mr. Kopp’s appointment to the man- 
agement of the shoe section at Boyd’s he made a dras- 
tic change that was heralded as “insane”, “the man’s 
crazy”, and other phrases that would lead you to 
believe that he didn’t know his shoe management plans. 
The plan was a simple one. It meant moving a de- 
cidedly cramped shoe section from the back corner of 


Display in the 

window of the store 

this view when 
from the vestibule. 


Betow .Lerr—Customers 


ee 


there's going to be a big spring* in 


RUBBER 
SOLES 


*Pun intended, gentlemen. Because comfort 
and “spring” are just as important in Boyd's 
rubber- at shoes as acknowledged siyle right- 
ness this season. See our whole collection. 

for our booklet peony in the April Esquire} 
of 39 rubber- soled gem tes ooning from 
country turf boots ts to ron shoes. Priced from 
$10 down to $1.55. Mezzanine Floor 





BOYD-RICHARDSON, Sixth and Olive, St. Louls 
Please send me your FREE booklet of ribbed-soled shoes. 











The newspaper ad introducing the rubber 
sole promotion also drew attention to the 
catalog and created interest in booklet. 
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“Greatest Single Contributing Factor to the 


Increasing Success of Our Department,” 


Says Harvey Kopp, Manager of Shoe 


Division at Boyd-Richardson, Smart Men’s 


Store, in St. Lois, 


ground as Display Marz Gave Him 


Whose Unusual Back- 


Some 


Original Angles on Men’s Shoe Promotion 


HARVEY KOPP 


Manager of the Shoe Division of 
Boyd-Richardson, St. Louis. 


the first floor to larger and more attractive quarters on 
the mezzanine. 

Mr. Kopp reasoned that the first floor location was 
too open and didn’t afford the man shopper an atmos- 
phere that hinted of privacy and that would give him 
more time to decide on his shoe purchases without 


being bothered by the sales briskness so indicative of 
first floor activity. “A customer is human,” Mr. Kopp 
stated, “and he is as apt to have a hole in his sock as 


you, or for that matter, 1. We found that men were 


hiding their feet under the stools and were obviously 
embarrassed when a clerk was off getting the new 
shoes, leaving the customer there with a shoe off his 
foot. Our mezzanine location gives us the plan we 
want. Our 18 per cent increase in business since 1936 
is enough proof that the hecklers were wrong in con- 
demning our move from the first floor.” 

Mr. Kopp’s department is reached by a well-lighted 
stairway that mounts to a half floor level and then parts 
into two separate lanes to the mezzanine. At the half 
way mark recessed partitions with interesting indirect 
lights give the store an opportunity to display new 
models of shoes in costume pattern with other apparel, 
thus selling shoes from the other clothes displayed or 
the other clothes from the shoes, through combination 


sales. [TURN TO PAGE 57, PLEASE] 


The window display as 
it appeared from the 
Olive Street side of the 
Boyd's corner window. 
Note the effectiveness oj 
the blank panel. 








Te fils 
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OUTLOOU 


The Shoes of Tomorrow 


ALLL the prophets and perfectionists have an oppor- 
tunity to say their say this week, with the opening of the 
New York World’s Fair—“The World of Tomorrow.” 
Weird and wonderful buildings, amazing automatic 
machinery that takes raw materials in at one end and 
spews out packaged-goods at the other are supposed to 
indicate the leap into the future. 

We had occasion to walk around the Fair grounds on 
the opening day with a man who has played a part in 
shoe trade improvement. He quoted: “Things are in 
the saddle and ride men hard.” 

Yes, indeed, this Fair is a wonderful thing and well 
worth seeing. There are hundreds of ideas that can be 
translated into the color of walls of stores and illumina- 
tion stunts that will be later translated into the flooding 
of store fronts with curtains of light. The best art of 
the world and the best ideas of all Mankind are to be 
seen, and it is well worth the time of any merchant to 
take a mid-Summer holiday. 

If any merchant thinks that he is going to get a vision 
of a Utopian future in footwear from observing the 
garb of the men and women of the future, he had bet- 
ter bring with him the salt of common sense to season 
his observations! The surrealistic dreams of man 
dressed in metal and woman dressed in iridescent bub- 
bles is only a flight of imagination into unreality. 

Far be it from us to project our useless thinking into 
the future of 2939 or 3939. Let’s take man and woman 
as we find them today—perfect and beautiful in the 
cradle and in their teens and then, as time rolls on, fat 
at forty, dried up at seventy and possessed of all the 
foot ills and ailments that this speedy, nervous life en- 
genders. 

We have seen many Fairs in our time, but none 
so definitely marked with the label “Fair Feet,” 
indicating that Mankind is declining in foot 
power and pretty much the worse for living on 
cement and sleeping on shelves in the cliff can- 
yons of cities. 

Foot fatigue, therefore, is the outstanding emblem of 
Fairs of 1939 and an indictment of the very word 
“Progress” as it applies to feet and their usefulness. In 
things ranging all the way from automobiles to air-con- 
ditioning, mechanical genius is certainly making rapid 
progress but in footwear all of the so-called progresses, 
predicated upon adornment, have walked away from the 
real objective of footwear—the improvement of loco- 
motion on foot. 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Take our advice, when going to the Fair. Wear an 
old pair of shoes and for the women folks, comfortable 
footwear and lower heels! It does seem a strange 
parallel that on the “road to progress” we have, in the 
year 1939, designed and created the most useless foot- 
wear in human history and thereby aided and abetted 
all other forms of transportation from wheel-chairs to 
flying machines, to transport a restless humanity here, 
there and everywhere. 

Actually the shoe industry is, at this moment, in 
retreat from “eye footwear” and a return to “foot 
footwear.” 

Back in 1920, in the editorial of March 6 of that 
year, we said: 


“It is only within a few years that anything even remotely 
approaching this degree of care and study has been devoted to 
the designing of footwear, in America or elsewhere, this country 
having had a leading influence and seeming likely to retain it. 
—r lateness? Does it not come about from the following 
acts 

(1) That the shoe is yap latest and newest of all details of 
costume to be invented by mankind. 

(2) That the shoe therefore is less developed in the matter 
of historical background and material for study. 

(3) That it is only within comparatively recent years, his- 
torically speaking, that it has been esteemed as ‘an honorable 
oa, meriting attention in details other than those of mere 
utility. 

(4) That the shoe, being thus a newcomer by comparison, 
has ge ooo before it of radical variation and innovation 
in basic stru 

(5) That ae shoe has great possibilities in the way of its 
extension among peoples of the Lae who so far have scarcely 
used it at all. 

(6) That the shoe has great possibilities before it in the way 
of elaboration and ornamentation. 

(7) That the conditions of modern city life, including very 
prominently the perfection of street paving and the maintain. 
ing of pavements except in weather emergencies, 
favor a use of finer and more elaborate shoes for outdoor wear 
than were ever before thus used. 

(8) That recognition of the importance of the shoe to the 
physical activities of the individual as gauged in city life, in 
army use and in sports has broadened the field of specialized 
design and materials. 

(9) That modern attention to hygiene and sanitation are 
certain to lead to developments accordingly.” 


We would now welcome from our readers predictions 
as to the short or long range future of shoes. Sinclair 
Lewis says that the “World of Tomorrow” will be just 
a continuation of the world of today and very dramati- 
cally put it: “In the Millenium, men will not cease to 
be men.” Now, we want to ask shoe men, one and all— 
In the future will shoes cease to be footwear? What do 
you think? 
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The Best Line of $@50 Shoes in America 


STYLES ...Smart and up to the minute patterns for every season. 
QUALITY ... We have never deviated from quality in all our 69 years. 
COMFORT . . .. Women repeat because of features we build into Foot Rests. 
COMPLETE LINE .. . Includes Flexible Litthkeways and Goodyear Wellts. 
IN STOCK... All the selling styles and materials. Send for catalogue. 


ADVERTISING . . . Every season in six national women’s magazines: 
Vogue . . . Good Housekeeping . . . The Ladies’ Home Journal . . . McCall's, 
The American Journal of Nursing . . . The Instructor (teachers’ magazine) 


SEE FOOT RESTS . . . Salesmen now in the territory for fall. Write us. 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO 
All Styles $6.50 Retail 


Denver West $6.85 




















FOUR-SPOT COMFORT 
A—Hee!l cushion absorbs shocks 


C—Metatarsal 
D—Snug Heelast hugs the heel 
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CUSTOM has associated Mother’s Day with little, gray- 
haired ladies in white lace caps to such an extent that 
we are likely to forget how many younger mothers 
there are who should be remembered. There are 
mothers of the fashion-and-foursome age who will ap- 
preciate a Mother’s Day remembrance quite as much 
as the fireside-and-footstool mothers. Promotions 
should be planned to appeal to young folks as well as 
those of middle age. Even suggestions to dads to select 
gifts for the youngsters to give to mother are in order. 

If you can do it, the best window setting would be a 
group of enlarged photographs showing the mother 
with a baby, the mother with a school-age boy and girl, 
a mother with her 18-to-20 year old children, a mother 
with photos of her 30-to-35 year old “children” and 
one of an older mother with her middle-aged son at her 
side. Another good single-picture setting would be a 
family group; mother, father, children, with grand- 
mother included, the children handing a gift to mother. 

If pictures are not available, an enlarged card let- 
tered “To Mother with love—for Mother’s Day” or 
“To the very best Mother of all” can be attached with 4 Chae 
a ribbon to a large compoboard box in which a number 














Promotion Plans for Mother’s Day. 





of suggestions are displayed. Or the card can be used 
on the background and smaller “suggestion” cards Sunday, May 14, 


placed with the merchandise, such as “Does Mother 


Golf?” or “Mother can always use hosiery” or “A a 
matching bag and shoes make a splendid gift.” D o a Thorough Promotion Job for 


Whether you use one display idea or another, try to . ° i 2 
ot 6 Gavp Weteein poet chs eal diglags, WE the Mother’s Day if You Want to Achieve Re 


photograph idea is used in the windows, make a cut for , . 
the ads from the photo, and repeat the photo in smaller sults. Stimulation of Customer Interest Is 


of Prime Importance in Promotion Plans 





size in displays throughout the store. Of course, the 
carnations should be repeated in both window displays 
and in the store. And why not arrange to give a carna- 
tion to mothers who come to the store the Saturday 
before with children? 

Can you name the mothers who lived to see their sons 
elected President? There are seven of them. Only three 
saw the actual induction of their sons into office—who 
were they? Which mother was present both times when 
her son took the oath of office? The mothers were 
those of Presidents Washington, Madison, Polk, Grant. 
McKinley, Garfield and Roosevelt. The three who at. 
tended their sons’ inaugurations were those of McKin- 
ley, Garfield and Roosevelt. President Roosevelt’: 
mother saw him inducted twice. The mothers’ names 
are: Mary Ball Washington, Nellie Conway Madison. 
Jane Knox Polk, Hannah Simpson Grant, Eliza Ballou 

[TURN TO PAGE 46, PLEASE | 
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.»» THAT MEN PREFER RUBBER HEELS 


No that “a surprisingly large number of men” imme- 
diately have the heels on their new shoes replaced by 
rubber heels. 


Is it any surprise, then, that many manufacturers fit their 
shoes with rubber heels in the first place? 


And is it any wonder that the more alert manufacturers 
— knowing that your customers prefer the Goodyear 
Custom or Wingfoot* Heel — use these heels, even 
though it costs them more to do so? 


Those manufacturers realize these handsome, rugged, 
blind-nailing Goodyear Heels are mighty handy in 
helping you sell their shoes! 


a Goodyear’s big magazine and radio advertising 
campaign has added more thousands to the mil- 
lions of friends already won by Goodyear Heels, 
TAWPS* and other Goodyear shoe products. 


GOOD*YEAR 


WINGEOOT 


HEEL 


THE GREATEST NAME 


* Trade-marks of The Goodyear 
Tire &@ Rubher Company 


MORE PEOPLE WALK ON GOODYEAR RUBBER HEELS THAN ON ANY OTHER KIND 





Senne 











SE 





K Rupp & TUFFLY of Houston, Texas, is a shoe store 

in the second generation of fine shoe selling. In that 
span of time, cattle country grew into cotton country and 
plunged into oil wells, and the city and the store had to 
keep pace with the expansion. Its head, Louis F. Tuffy, 
has served as president of the National Shoe Retailers’ 
Association and member of the National Shoe Fair Com- 
mittee. f 


Store meetings are held at KRUPP & TUFFLY and 
this picture shows half the staff at one of the weekly 
meetings. President L. F. Tuffly is saying to his salesmen: 


“In order to make this store a place in which many 
people will trade with pleasure to themselves and profit 
to us, we must be in a position to give them intelligent 
service. Such service can only come from each one of 
our organization knowing all phases of our business. 
Fitting shoes is an art, but of equal importance is the 
need of knowing from an impartial source, national in 
scope and authoritative, what is transpiring in this retail 
shoe world of ours. To that end a weekly reading of 
BOOT AND SHOE RECORDER becomes a pleasurable 
necessity. 


“To sell and repeat we have to learn how to greet 


and give the customer the very best KRUPP & TUFFLY 
service, for Houston is as modern as Fifth Avenue and 
as alert to values as a Texas steer is to the whirl of a 
lariat.” 


Following is a resume of Houston, Texas, 
as a marketing center. 


Krupp & TurrFLy—Master SHoe STore 
or Houston, Texas 
Retail Zone Population 1,600,000 
Houston retail trading zone contains 62 counties 
City Population (1939) 405,000 
(Estimates by Utilities and Post Office) 
Analysis of City Population: 
Native White 69.6% 
Foreign Born 3.9% 
Negroes 21.7% 
Other Races 48% 
Families 96,000 
Dwellings 96,000 
Industrial Workers 13.8% 


Principal Industries: Oil refining, chemicals, lumber 
and rice milling industries, live stock industries, 
sulphur production, and deep water shipping. 
Building permits.-. Fifth in United States 
$25,044,053 (1938) 


City: 42 retail shoe stores; 8 department stores. 40 
BOOT AND SHOE RECORDER SUBSCRIBERS. 

















UT in this alert market- center, Houston, Texas. 
there are 40 BOOT AND SHOE RECORDER sub- 
scribers, customers worth having, with sales staffs 
trained at meetings like the above to know their mer- 
chandise and to present it intelligently. The. retail 
salesman is your important ally at the critical time of 
sale when franchise selection, fashion selection, mate- 
rial selection, service education and institutional ad- 
vertising are at the discretion of the man at the fitting 


stool. 


Boot and Shoe Recorder is his paper—to which he 
turns regularly each week for style information and 
for sales suggestions to aid him in presenting your 


merchandise to your ultimate customers. Your sales 


message must come direct to him through his trusted 


medium. 


BOOT AND SHOE RECORDER 
A CHILTON ® PUBLICATION 


239 West 39th Street, New York 


To insure the success of that shoe or material advertising you 
are placing, you will lay the firmest possible foundation by 
selling the retail shoe merchant and his salespeople FIIRST. 
A consistent, well-planned advertising campaign in BOOT 
AND SHOE RECORDER invariably does a consistently good 
selling job. 
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“LEFTIES” — “RIGHTIES” 


CREATE FASHION 
FLURRY 


Novel Idea of Contrasting Colors in Shoes, 
Handbags and Gloves, Introduced for First Time 
in Cincinnati by W. E. Newbold, Owner of New- 
bold’s Bootery, Is Well Received in City and 


Excites Country-Wide Comment 





Left, rose and violet are 
in this i 


The right shoe is violet 
same color contrast is carried 


This attractive window introduced the contrasting idea 
to Cincinnati women, showing several variations of color 
in shoes, bags and gloves. 


W.. E. NEWBOLD, owner and operator of the New- 
bold Bootery, Race Street, Cincinnati, Ohio, recently 
introduced a noval innovation in shoes which he calls 
“Lefties” and “Righties.” 

He is featuring this new style in a combination of 
violet and Bali Pink. The open-toe, open-back draped 
sandals are made of the finest imported English doe- 
skin, the right shoe being violet and the left shoe Bali 
Rose. 

In addition to the shoes the “Leftie-Rightie” is also 
carried out in a handbag and a pair of gloves made of 
the same soft doeskin. 

The bag is of the dressmaker type, the right half in 
rose and the left half in draped violet doeskin. The 
wide, soft handle is also of draped violet doeskin. 

The gloves again carry out this extremely novel com- 
bination of colors. They are the new style shorties and 
the right glove is in rose with the left one in violet. 

This new and unusual combination idea is also avail- 
able in Pixie greea and Corn yellow, and further com- 
binations are being worked out. 

Mr. Newbold reported that this new accessory idea 
has been most gratifyingly well received by Cincinnati 
women and is also exciting wide comment all over the 
country. 


in pleasing effect 
“leftie”- ” idea. 
left is Bali rose. The 
in gloves and handbag. 


one of 
and 


the 
the 
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Report on our first six months 


by John A. Bush, sHoeman 
ST. LOUIS 














Asout SIX MONTHS AGO we made some pretty strong 


promises about Roblee Shoes to the retail shoe man. 

We told him we were going to help him pull the 
men’s end of his business out of the doldrums and make 
some real profits. 

A lot of dealers were quick to say, “That’s the 
proposition I have been waiting for.” Others thought 
they would watch for a while. 

Now when you are getting geared up for fall 
business, I want to give you this report on our progress 


to date and let you judge for yourselves. 


SHOES FOR MEN 





W Roblee customers are coming in at the 

rate of 75 to 100 a week. These represent 

the men’s departments of some of the best- 
known stores in the country. 

During the first quarter our men’s business 
was more than double our last year’s dol- 
lar volume for Brown, Central and United 
combined. 

Sol Katz of The Fair Store in Chicago already 
reports sales of more than 2000 pairs of Roblees 
and sold 638 pairs on the opening day—a 
Saturday. 

Such stores as Stix Baer & Fuller, here in 
St. Louis, Abraham Straus, in Brooklyn and 
Halle Brothers in Cleveland are really going 
places with the line. 

Astypical of smaller markets Earnest Brothers 
of Shawnee, Oklahoma, re- 


time, retailers tell me it is having a real effect. 
* + * 

Early this spring, a Roblee retailer told me an 
interesting experience. A customer had tried on a 
pair of Roblee Tread Straights. He liked the style. 
He liked the fit, and the price was right. But before 
he told the clerk to wrap them up he looked at the 
sole and noticed the Roblee forepart brand. 

“*Roblee,”’ he said, “‘I don’t believe I know that 
name. What other lines do you carry?”’ 

“Tf these shoes were advertised in The Saturday 
Evening Post, would that satisfy you?’’ the dealer 
asked. 

“Certainly,” answered the customer. 

The dealer produced a Saturday Evening Post 
and showed one of our striking full-color Roblee 
ads and told him about the campaign in Life 

and Esquire. That was all 





that was necessary to com- 





port that their men’s busi- 
ness has stepped up 31% 
since the Roblee line was in- 


plete the sale. 


troduced. I could give you 
dozens of such case histories. 

I am pleased also with the 
way dealers have taken to 
our Registration idea. It not 
only makes a hit with the 
customer but gives the store 
a list of customers and sizes 
for follow-up purposes. If 
you are not using it, I sug- 
gest you let our salesman 
explain it to you. 

Although our advertising 
in The Saturday Evening 
Post, Life and Esquire has 
been running only a short 








* * * 
The Roblee name is be- 


MONTH BY MONTH 


NOVEMBER—Roblee Shoes announced 
to shoe trade. 

DECEMBER—News spreads that Brown 
Shoe Company is going into popular- 
priced specialty field in important way. 
JANUARY—The new name in shoes 
breaks at Chicago Shoe Fair. Trade ap- 
proves styles. 

FEBRUARY—First Roblee national mag- 
azine advertising appears. 

MARCH — Dealer organization builds 
rapidly. 

APRIL—Big Easter business finds Roblee 
firmly established and ready. New name 
in shoes becoming a familiar name fast. 














coming more and more fa- 
miliar. We are out to make 
it the best-known name in 
the $5.00 to $6.50 field. 

On the opposite page are 
highlights of our proposi- 
tion. On the back page are 
the names of a few of the 
stores which were among 
the earliest to see this op- 
portunity. 

Look over this informa- 
tion then write me immedi- 
ately to see if a protected 
territory is open. 


et a. Aluok. 


PRESIDENT, BROWN SHOE COMPANY 


ST. LOUIS 


Look for Pre-showing of new 
fall styles in May 20th issue 
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Among the Earliest to take on 


The “Rotlee Franchise— 


Important Merchandisers 














LIT BROTHERS 
Philadelphia, Pa. 


THE OUTLET COMPANY 
Providence, R. I. 

ABRAHAM STRAUS 
Brooklyn, N. Y. 

STIX BAER & FULLER 
St. Louis, Mo. 

JONES STORE 
Kansas City, Mo. 


HALLE BROS. 
Cleveland, Ohio 


THE FAIR STORE 
Chicago, Ill. 

JOHN GERBER COMPANY 
Memphis, Tenn. 

D. J. KAUFMAN, INC. 
Washington, D. C. 

J. L. BRANDEIS & SONS 
Omaha, Neb. 

SAKS 
Houston, Texas 


D. H. HOLMES & CO. 
New Orleans, La. 


Sscoun Soe Gompany 


'R 





SPALDING’S BOOTERY 
Champaign, IIl. 


THE BOOTERY 
Quincy, Ill. 

KESSEL’S 
Roswell, N. M. 

GLOBE CLOTHIERS 
Tulsa, Okla. 

POPULAR D. G. CO. 
El Paso, Texas 

H. GORDON & SONS’ DEPT. STORE 
Gary, Ind. 

LORD’S DEPT. STORE 
Evanston, Ill. 

O. & B. SHOE STORE 
Rochester, Minn. 

DE HARDES SHOE STORE 
Erie, Pa. 

CHRISTMAN D. G. CO. 
Joplin, Mo. 

THE BOOTERY 
Cape Girardeau, Mo. 


BLAKENEY & PLUM 
Decatur, Ill. 


UNITED MEN'S DIVISION 


ST. LOUIS 





JOLIET BOOTERY 
Joliet, Ill. 


ROSENTHAL SHOE CO. 
Hot Springs, Ark. 

FEDLER’S BOOT SHOP 
Louisville, Ky. 

BEN A. DAVIS & SON 
Bowling Green, Ky. 

S. N. WOLBACH & SON 
Grand Island, Neb. 

CRAWFORD SHOE STORE 
Peoria, Ill. 

ACKER’S SHOE STORE 
Abilene, Texas 


HUDSON & CLARK 
Twin Falls, Idaho 


MACON SHOE CO. 
Macon, Georgia 

GOLDEN RULE 
Virginia, Minn. 

OBER’S CLOTHING STORE 
Lawrence, Kans. 


ALEX RICE COMPANY 
Montgomery, Ala. 


oblce 


SHOES FOR MEN 

















Champions 


never compromise with 


quality in their selection 





of footwerr. 


Celastic makes ideal 


box toes for golf shoes- 


THE QUALITY pox TOE 


UNITED | 
SHOE MACHINERY CORPORATIO 
N 


Bos 
TON, MASSACHUSETTS 





BOOT anv SHOE RECORDER, May 6, 1939 








School for Fashion 


A Cleveland newspaper is sponsor- 
ing'a Spring Fashion Contest which 
has attributes commending it as an 
excellent Fall shoe promotion for one 
store or a group of cooperating stores. 

Here is the idea—as gleaned from 
the Cleveland Press—and altered for 
Fall usage: 

A newspaper ad four inches wide 
and ten inches high. Near the top a 
picture of one of your expected best 
sellers for Fall—with an appropriate 
description. Below this, a brief text 
and the rules of the contest, as fol- 
lows: 

1. Describe your ideal Fall costume 
for yourself to wear with the above 
shoe. Not over 300 words and address 
it to 

2. Include a short description of 
yourself — height, weight, coloring, 
age, temperament, occupation, etc. 

3. A list, naming the store at which 
you would buy each item and the 
price you would pay, must accompany 
each entry. 

4. Judging will be on the basis of 
originality, clarity and cleverness, 
knowledge of Fall style trends . . . 
and practicality and good taste of the 
complete ensemble described for your- 
self. 

5. A pair of the above shoes will 
be sent to the winner or winners. 

This contest should create consumer 
interest, should be economical to run, 
should give the retailer valuable ideas 
on customer wants for Fall, and give 
the merchant pulling names for his 
mailing lists. ao! 


“Tissue suede, light as a breeze, 


molded in a glove-fitting lastex pump.” 
(Ransohoffs, San Francisco) 


by JOHN F. W. ANDERSON 


“Our Apologies” 

In case you make a mistake in your 
newspaper advertising, particularly 
in the price, the thing to do is to 
apologize. And if you can apologize 
in such a way as to emphasize the 
desirability of your merchandise, it is 
almost perfect. Such a situation re- 
cently confronted the Thayer McNeil 
Company in Boston when it was dis- 
covered that a $12.75 shoe had been 
advertised at $7.75. 

The next day appeared the follow- 
ing ad in which Thayer McNeil ef- 
fectively “capitalized on their own 








| THAYER McNEIL 


Fitting Service for All 


Albert Wachenheim Jr. of the Im- 
perial Shoe Store, New Orleans, be- 
lieves that after a Spring and Summer 
of open toe types of shoes, consider- 
able care must be taken in the fitting 
of closed toe shoes for Fail. 

“Instruct your salesforce to remea- 
sure all feet this Fall when fitting 
closed toe shoes,” says Mr. Wachen- 
heim, for the general wearing of san- 
dals is causing definite changes in the 
size of customers’ feet, which will 
frequently entail a change in the size 
the customer wears for Fall. It must 
also be remembered that open-teed 
shoes are often fitted a half size 
shorter than regular shoes. 

Mr. Wachenheim also emphasizes 
that retailers “should insist that their 
manufacturers build their closed toe 
shoes on closed toe lasts considered 
to be a saving in the end.” 


i 


“Youthful, light-hearted new styles 
in the season’s loveliest, liveliest col- 


ors. 
(Hess, Baltimore) 


—~O.P.1L— 
A Selling Catalog 


H. J. Justin and Sons, Inc., Fort 
Worth, Tex., boot and shoemakers 
have just brought out a catalog which 
not only sells goods but builds good- 
will among employees, dealers, and 
consumers. 

Established in 1879 Justin’s has 
grown to be one of the best known 
cowboy and sporting bootmakers in 
the country. To celebrate the com- 
pany’s sixtieth anniversary, a forty 
page catalog of unusual interest ha- 
heen issued. 
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BEST IDEA OF THE WEEK 
MAKING BASEMENT BUSINESS BOUNTIFUL 
(Boyp-Ricuarpson Co., St. Louis) 


O. P. Ideator—“You sound like a produce peddler 
when you get to talking about ‘fruit bins’ and doing 
away with them. Can it be that I heard you wrong?” 


Buyer Harvey Kopp—“Your hearing is 100% per- 
fect. I was merely speaking about how we increased 
our sales of men’s shoes in the basement, and a large 
part of it is due to removing the ‘fruit bins’ in our 
basement shoe department.” 


O. P. Ideator—“You don’t mean to tell me that you 
were selling fruit and vegetables in this fashionable 
men’s store?” 


Mr. Kopp—“Not exactly. I refer to ‘fruit bins’ as 
the slanting display tables with wooden ridges run- 
ning across them to hold the shoes by the heels. We 
removed the ‘fruit bins’ and substituted these five 
tables—each six feet long and three feet wide with a 
side border about three inches high. They hold four 
times as many shoes.” 


O. P. Ideator—“So I see. And here all the time I 
was thinking to myself that your salespeople ought to 
pay more attention to keeping the shoes lined up on 
the table in orderly fashion. Instead you have just 
dumped them out in unruly, but certainly ‘invitation 
to shop’ style. Is that what has increased your sales 
100% ?” 


Mr. Kopp—“Absolutely. You will notice that each 
table is divided in half—separate sizes are kept in 
each section. The shoes are arranged so that the cus- 
tomer can see, feel, and know them before he buys. 
Our salesmen do not give customers the ‘rush act’ but 
instead allow them to do a selling job on themselves. 
They are bound to with this type of shoe selection 
before them.” 


O. P. Ideator—“I can see where this method of 
display also shows customers that you have a wider 
variety of good shoes at reasonable prices. It seems 
to me that you are stealing a page out of the Dime 
Store Book of Success by putting merchandise out 
where customers can’t resist buying.” 


Mr. Kopp—“And why not? ‘To see is to sell’ is a 
common enough good merchandising principle.” 


O. P. Ideator—*“That sounds reasonable, but why is 
that table placed away over there as if it was an 
‘orphan’?” 


Mr. Kopp—“Oh, you mean that display table over 
by the stairway. That table is not an ‘orphan,’ as you 
put it. Rather, that is the parent of our open table 
display idea. That table, placed as it is, in a ‘hot spot’ 
where it get two chances at the customer—as he enters 
and leaves the basement—sold 570 pairs of shoes in 
75 days.” 


O. P. Ideator—“Excuse me, Mr. Kopp, but how do 
you account for it?” 


Mr. Kopp—“Patience, Ideator. It will surprise you 
even more if I tell you that those 570 shoes were of a 
style of reverse calf that had died two years ago.” 


O. P. Ideator—“I suppose that you are going to tell 
me that you didn’t use any newspaper advertising or 
any other promotion behind this sale.” 


Mr. Kopp—“No other form of promotion was used. 
Just this table piled high with reverse calf shoes— 
ready to be bought by those who wanted them. It 
surprised us also, but the principle used was a simple 
one and oftentimes that will sell as much if not more 
than the finest promotion done on a grandiose scale.” 








Page one is devoted to pictures and 
sketches of the Justin family and ex- 
ecutives. Pages two and three are 
taken up with pictures of the older 
employees. On each alternate page 
throughout the remainder of the book 
are scattered pictures of dealers, 
stores, cowboys, movie stars and 
others who wear Justin boots. 

Here is a catalog crammed ful] of 
goodwill salesmanship. 

o>? 


“Shoe sale to put you on a Spring 
footing!” 
(Lansburgs, Washington, D. C.) 


—O.P.L— 


Visual Evidence 
Pat Kay of the Bostonian Shoe 
Store, 20 West Monroe Street, Chi- 
cago, believes that one picture is 
worth a thousand words. 


To advertise his store he had a 
photographer take a picture of the 
front of his store. He had a large 
number of two inch prints made up— 
at a moderate cost in quantity. These 
he pastes on the upper left hand cor- 
ner of all outgoing letters. Visual 
evidence to the recipient of the mod- 
ern character of his store. 


Sell Starters for Summer Shoes 


“Let’s go barefoot 
shoes.” 

“Sport story—reading time: 45 sec- 
onds. Wearing time: all Summer.” 

“The perfect golf shoe.” 

“Everything a woman wants in 
white shoes.” 

“Icing white steps ahead for Sum- 
mer.” 

“Saddle oxfords for Sports.” 

“White is right—for day or night.” 

“For the first holiday of Summer.” 

“Get ready for the holidays.” 

“We spent the Winter setting you 
RIGHT for Summer.” 

“Get set for Memorial Week-end.” 

“Don’t forget those extra shoes.” 

“For smartness and comfort 
throughout the Summer.” 

“What's. what in white.” 


in comfort 








progressively the nation’s standard of 
living. 

“In the development of the present 
tax system,” today’s report declared, 
“emphasis has been placed on such 
matters as ease of collection, equitable 
distribution of the tax burden, redis- 
tribution of national income and the 
promotion of other economic and social 
objectives, and little heed has been 
paid to the effect on investment and 
capital formation.” 

In discussing the effect on investment 
the report said: 

“The full significance of the present 
tax system from the point of view of 
investment has not as yet manifested 
itself. This is because the volume of 
equity security offerings has for a 
number of reasons been comparatively 
small in recent years. However, once 
general confidence is restored and the 
way opened for business expansion on 
a large scale, our taxation policies 
would operate to restrict equity financ- 
ing in a serious way. 

“If financing business expansion 
through the sale of stocks is in large 
measure precluded as a result of the 
taxation system, such future financing 
as is undertaken would have to be in 
the form of bond issues, which would 
mean increasing the proportion of cor- 
poration capital that represents debt. 


Change Viewed as Imperative 


“Inasmuch as it is generally re- 
garded as desirable to prevent corpo- 
rate debt from becoming so large as 
to threaten insolvencies in periods of 
business depression, some modification 
of the existing tax system appears to 
be an imperative necessity. 

“The recommendations for a mod- 
erate reduction in the surtax rates in 
the higher brackets and the modifica- 
tion in the existing system with repect 
to capital gains and losses are designed 
to promote equity financing. If carried 
‘out, these recommendations would en- 
courage a shift in the direction of in- 
vestment—from bonds to equities.” 

The report pointed out that the ratio 
of tax collections to national income 
had risen steadily, increasing between 
1923 and 1928 by about the same de- 
gree as in 1923-24. 

“In 1913,” the report went on, “only 
about 7 per cent was taken in Federal, 
State and local taxation, while in the 
twenties the range was from 10 to 12 
per cent, and in 1938 it rose to 23 per 
cent.” 

The aggregate of taxes for every 
group of industries except the rail- 
roads, the report added, had increased 
progressively since 1923, the rise being 
especially sharp since 1932. 

“Even more significant,” it continued, 
“is the fact the ratio of taxes to gross 
income has increased in every group, 
including rails. The rise in the ratio 


[CONTINUED FROM PAGE 19] 


of taxes to net distributable income has 
been even greater. In nearly every 
case net income in 1937 was lower than 
in 1929, while taxes were appreciably 
higher. 


Calculates Rise in Levies 


“Federal taxes levied on corporation 
incomes have progressively increased 
over the last 15 years, the maximum 
tax rising approximately 50 per cent 
between 1929 and 1938. 

“The tax burden, however, has been 
heavily increased also by other changes 
in the law. Important among these has 
been the refusal to permit consolidated 
returns (except for railroads) by 
groups of corporations controlled by a 
single company. Thus a group may 
have to pay heavy taxes because of 
profit by one unit, although the losses 
of other units more than counter-bal- 
ance the gain. 

“Other innovations which have ad- 





Forecasting A Trend? 
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LIFT THE BURDEN OF TAXATION 












versely affected industry include the 
tax on intercorporate dividends, which 
is, in effect, double taxation. The 
elimination of the deduction of operat- 
ing losses from gains in following years 
has made it possible for a corporation 
to have a loss over a period of years 
and yet to have to pay substantial 
taxes because of profits in some of 
these years. Restriction of the deduc- 
tion of capital losses and the more 
rigid regulation of depreciation charges 
have also added to the burden of in- 
dustry. 


Deterrents to Enterprise 


“While increasing corporate taxes 
have made it more difficult for private 
enterprise to show results which might 
draw new investment funds for expan- 
sion purposes, mounting taxes on in- 
dividuals have diminished the attrac- 
tiveness of investment even where 
profit seems probable. 

“The very high surtax rate, together 
with the system of tax-free bonds, work 
strongly against the sale of corporate 
securities, particularly stocks, to those 
whose incomes fall in the high brackets. 
Taken in conjunction with the income 
tax regulations with respect to capital 
gains and losses, they place almost in- 
superable obstacles in the way of risk- 
taking investments. 

“Large investors are unwilling to 
take risks of loss in stocks when they 
know that, if the investment is profit- 
able, the government will take a very 
large share of the profit. If losses re- 
sult, the extent to which they can be 
utilized in offsetting gains in the fol- 
lowing year is limited.” 

The report expressed the opinion that 
a retroactive law to end tax exemption 
of State and local bonds should not be 
considered. With respect to ending fu- 
ture exemption, it said, the higher costs 
of borrowing resulting from such a step 
might have serious immediate reper- 
cussions in many instances. Neverthe- 
less, the view was stated that long-run 
gains would outweigh adverse effects. 

“Since,” the report added, “the con- 
stitutional issue has nct been decided, 
a modification of the tax exemption sys- 
tem cannot be counted upon to affect 
the immediate investment problem.” 





Pare Store Modernized 


Hotyoxe, Mass.—The J. J. Pare 
Shoe store at 323 Main Street, owned 
by Jules J. Pare, has been entirely re- 
modeled for Spring. 

The front of the store is a striking!) 
simple design in which the show win- 
dows are framed in black glass. Black 
and red are used in the sign above the 
door. The show windows are recessed 
to give maximum display room and the 
entire effect is modern and inviting to 
the passerby. 
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CLINIC AND LABORATORY TESTED. No words of 
raise for New Super-Soft Dr. Scholl’s Zino-pads can 
too strong, say Foot Clinicians and Laboratory 
Technicians, who have made exhaustive tests of this 
new sensation in foot relief. 


630% SOFTER, MORE RESILIENT AND FLEXIBLE! The reason New Suxper- 
Soft Dr. Scholl’s Zino- pads relieve pain of corns, callouses, bunions and 
soft corns so much faster and stop shoe friction and pressure so much more 
effectively, is that they are 630% softer and more cushioning than before! 


NEW SEAL-TIP EDGE is another exclusive, patented feature. Molds pad to 
contour of toe or foot. Does not creep, stick to stocking or come off in the 
bath. Made with a special water-proof adhesive. 


INCREASED QUANTITY IN ALL SIZES. 25% increase in quantity of Corn size 
—at mo extra cost to you or the consumer— 15 Pads and 12 Separate 
Graduated Medications for removing corns to retail at only 35¢! 


NATIONALLY ADVERTISED in the leading magazines and in over 500 news- 
papers, Sunday Rotogravure Sections, erican Weekly and This Week. 


See Dr. Scholl's Exhibit at New York World’s Fair, Consumer Interests Building 


THE SCHOLL MFG. CO., Inc. 


213 WEST SCHILLER ST., CHICAGO 62 WEST 14th ST., NEW YORK 


On Dr. Scholl’s Sensational New 
Development in Foot Relief 





New Super-Soft 


Dr. Scholl's Zino-pads 


$5°° DEAL 


Consists of: 
16 Boxes for Corns 
4 Boxes for Callouses 
4 Boxes for Bunions 
3 Boxes (S::) Free! 


Packed in attractive Display Container 


*4.°0 DEAL 


ON STANDARD WHITE 


Dr. Scholl’s Zino-pads 


Consists of: 
16 Boxes for Corns 
4 Boxes for Callouses 
4 Boxes for Bunions 


3 Boxes (S::) Free! 
Packed in attractive Display Container 








THESE OFFERS EXPIRE ON MAY 31, 1939 


ORDER AT ONCE 
NEW! Super-Sopt 


Dr Scholls 


Zino-pads 











SWAN 


~ 


>The HAWAIIAN is of saddle 

tan luggage leather with leather 
sole and heel and brass buckle, 
while the FEATHERWEIGHT hes 
a ventilated vamp of straw col- 
ored leather with coffee elk 
quarter and crepe soles. They 
retail for $3.00 and $3.50 re- 
spectively. Other men's sandals 
from $2.00 up. 


> Ask us for our “1939 AIRY- 
TRED catalog illustrating 
men's, women's, and chil- 


SH 


AA 
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recently at Hornung’s, 28 


territory and son of Otto C. 
country, who retired from 
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Modern Children’s Shoe Salon 


Terre Haute, Ind.—This attractive and modern children’s shoe salon was opened 
South Seventh Street, here, on the anniversary of the 

firm’s 46th year in business. Rahe O. Hornung, well known shoe 

one of the best known shoe retailers in the 

ness a short time ago, is owner of the 


man in this 


business. 
Ray H. Hahn is manager of this new department. 





Sommers Organizes New 
Wholesale Department 


Sr. Paut, Minn.—G. Sommers & 
Company, pioneer wholesale dry goods 
and women’s apparel firm, recently 
opened a new footwear department un- 
der the management of W. F. Enright, 
well known in footwear circles na- 
tionally. 

The new department occupies large 

space on the second floor of one of 
the Sommers wholesale buildings in the 
center of the city’s distributing section. 
Instead of acting as a wholesaler in the 
case of footwear, Sommers serves in 
the capacity of factory representative 
of several eastern manufacturers. Stock 
is carried in St. Paul, and a special 
organization is being developed to 
handle the sales end. 
Among the firms participating with 
G. Sommers & Co. in the new distribu- 
tion unit are the H. H. Brown Co., Wor- 
cester, Mass.; H. Jacobs & Son, Inc., 
Brooklyn; A. G. Walton Company, 
Chelsea, Mass.; Farmington Shoe Co., 
Farmington, N. H.; and the Crossett 
Shoe Company, Dover, N. H. 

W. F. Enright, who developed plans 
for the new footwear merchandising 
unit, is particularly familiar with the 
footwear needs of the Northwest, hav- 
ing spent the major part of his business 
life in this section and in the shoe busi- 
ness. 

Fér several years he was Northwest 
manager for the United States Rubber 
Company, and later was general man- 
ager of sales for the same firm, with 
headquarters in New York. He was 
also for many years prominently iden- 





tified with the O’Donnel] Shoe Company 


when that firm’s factory and headquar- 
ters were in St. Paul. More recently 
he was associated in an executive ca- 
pacity with the International Shoe 
Company. 


Popkin Joins Jeanette Shop 


HARRISBURG, Pa.—Bernie Popkin, 
formerly with Park Lane and Triangle 
Shoe Stores in Reading, Bradford, 
Harrisburg and Philadelphia, has been 
added to the staff of the shoe depart- 
ment in the Jeanette Shop, it has been 
announced by Ernest Barbush, who 
operates the salon. 

Mr. Barbush reports that Globe 
Trotter bags have gone over big, and 
the name, Globe Trotter, will be posted 
in all sport shoes. 

Installation of air-conditioning equip- 
ment in the store within the near fu- 
ture is expected to increase business 
by approximately 25 per cent, accord- 
ing to Mr. Barbush. 


Adds to Plant 


Desery, N. H-—An addition about 100 
by 40 feet is being constructed at the 
Chelmsford Shoe Co. plant here to re- 
lieve an overcrowded condition and a! 
low the firm to step up its production 

Company officials declared more 
space was necessary to meet the needs 
of increasing business, especially the 
present Spring rush. The change wil! 
permit shifting of the cutting room 
from the top floor of the four-story 
building to the basement, thus leaving 
the entire upper portion for stitching 
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Three Important Shades 
of Autumn Brown 


« India Brown, No. 3 N « Portbrown, No. 2 N « Muscatel, No. 40 
for Beaver for Tweeds for Everything 


AUTUMN, 1939, will be o brown study. The brown of furs, of tweeds, 
the brown of accessories to wear with lighter colors, are all important. 
Brown kidskin, selected and styled for specific costumes, will be this 
autumn's first ranking color. In New Castle glazed and Shadow Kid, 
specify India, Portbrown and Muscatel. 
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100 old treet, New York City 
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Why is UNISHANK of importance in this portrayal of faultless 
UNISHANK simplicity and youthful charm? All the vitality and grace of her 
poise depend upon the strength and rigid support built into 


the shanks of those delicate, snug-fitting shoes. 
With UNISHANK they will not let her down! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Fall Styles to Be 
Shown at Charlotte 


CHARLOTTE, N. C.—George Ledbetter, 
of Charlotte, chairman in general 
charge of the South Atlantic Shoe 
Show, to be held here May 15, 16 and 
17, has just returned from St. Louis, 
Mo., where he attended a conference 
to help design shoes for the Fall lines. 
He believes that the Charlotte fair, 
which will be held the week following 
the Shoe Fashion Guild’s Show in 
New York, will give buyers an excel- 


GEORGE LEDBETTER 
Chairman, South Atlantic Shoe Show. 


lent slant on the new Fall styles. “The 
kinks in the new styles will have been 
ironed out.” he said, “and the good ideas 
retained, making for accurate informa- 
tion on style trends for the Fall of 
1939.” 

Mr. Ledbetter, who knows shoes 
from quadruple A to C, having been in 
the business since he was 16 years old 
and head of the shoe department at 
Ivey’s Department Store for the past 
li years, is working with Al Bechtold, 
secretary of the South Atlantic Shoe 
Corp., and their committee in complet- 
ing the final plans for the shoe fair, 
which will include three days of show- 
ings at the Charlotte and Selwyn 

and special entertainment fea- 
tures. Professional models will be used 
by the exhibitors to show their shoes 
to the buyers. 

A luncheon has been planned and a 
banquet will be held Tuesday night, 
May 16, at the Charlotte hotel at 
which W. H. Oyass, of the International 
Shoe Co., St. Louis, Mo., will be the 
principal speaker. His subject will be 
“Merchandising Hints for the Fall of 
1939.” Mr. Ledbetter will preside and 
Wade Sanders, of Gastonia, N. C., will 
be master of ceremonies. David Ovens, 
of Charlotte, past president of the Na- 
tional Dry Gods Association of Amer- 
lea, will give the address of welcome. 

[TURN TO PAGE 60, PLEASE] 








! HANDLE 


HOT NUMBERS 
..NO DEAD DUCKS 
..NO MUD CATS! 


Shoot me a line— 





if you want to make profits 


in Cancellation Shoes! 





SHOE CO., INC. 





—Al Baris 
founder Baris Shoe Co. 
always $250,000 worth of merchandise 
in stock 


Disioen you were a big, important shoe manufacturer. Sup- 
pose, also, you had surplus stocks . . . cancellations . . . job lots. 


Understand: not factory rejects . . . not misfits . . . not damaged 
merchandise. But first class, perfect stock . . . new shoes, in demand 
today . . . all over America. 


What would you do with ‘em? If you tried to sell these shoes the 
regular way, you'd have to bother with a lot of expensive details. 
So you do the next best thing: you mark *em down good and sharp 
and send your best stuff to me. Why me? Because I pay my bills 
promptly, and I specialize in such merchandise. 


All right. Now what do I do with em? [I've bought ’em right. . . 
so I sell ’em right. You pay me as little as $2.75 to $4.00... and 
charge your customers, if you run a straight cancellation store, 
$4.95 to $6.95. This, mind you, for nationally advertised brands . . . 
shoes famous and respected for quality . . . shoes that ordinarily sell 
for $8.50 to $16.50. 


But let’s say you operate a regular shoe store. You can still sell 
cancellation shoes in special promotions and “smash” sales. Boy! 
How sales like these bring in new customers and help make the old 
ones stick. Just ask any shoe man who’s tried it!* 


Right now my stock includes all leathers, fabrics and combinations 
... calf, kid, suede, buck, patent leather, reverse calf, gabardine and 
linen. I can supply any quantity from 36 to 36,000 pairs .. . all 
sizes, all widths, all types . . . sandals, pumps and oxfords. 


You can get additional information, prices and samples by dropping 
me a note. You'll find it more convenient, however, to use the 
handy coupon. Mail it today! 


BARIS 


r 
| Al Baris, Baris Shoe Co., inc. 
s Dept. A, 79 Reade Street 
& New York City 
¥ Please rush information about 
79 Reade Street, New York City ‘ 
WOrth 2-5180 ; 
° i 
' 
' 
r 
' 
' 
' 
‘ 


when you visit the World’s Fair. Your prot- 
savings will more than pay your expenses. 


*Some shees are offered subject to resale restrictions 


manufacturers. 
Clip and mail coupon today. 














normal feet grow normally. 





READING, 


Because—among other 
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ro-tek-tiv Shoes 


Are truly “The Shoes of Tomorrow—Today”’ 


things—they permit normal foot growth. 


—e A cde 
“ 


arch. 


The metatarsal heade are placed in the last to 
permit a growth of a half-size without impairing 
the action of the shoe. 


This little chap is 34% years old, measures 3 feet 3 inches. 
weighs 42 pounds, and wears a Pro-tek-tiv size 11] C. 


Every detail has been thought out and worked out to produce Pro-tek-tivs 


—juvenile shoes that are the last word in foot protection. 


' Learn the whole story by sending for our book, “The Shoes of Tomorrow 
—Today,” which tells all this story and shows the 26 styles of Pro-tek-tivs 


CARRIED IN STOCK 


PENNSYLVANIA 


Here is a close-up of his shoe. Note the snug fit 
around the ankle, the close hugging of the inside 


They do help 














Promotion Plans for 
Mother’s Day 


[CONTINUED FROM PAGE 28] 


Garfield, Nancy Allison McKinley, Sara 
Delano Roosevelt. From this informa- 
tion you can arrange a Mother’s Day 
contest that should prove interesting, 
and can be carried out in the papers, 
or by asking the questions on a window 
card and providing blanks on which 
the questions may be answered. 
Another contest that should create 
much interest if an appeal to those who 
would like to “give praise where praise 
is due” is used is to invite letters en- 
titled “My Mother.” Often, in maga- 


zines, we read of mothers who have 
done things that are especially fine, 
but many mothers who deserve equal 
recognition are never heard about. Per- 
haps there are such in your community, 
and children who would like to tell what 
they have done. “While called a ‘con- 
test’ this is really an opportunity, not 
for skill or ingenuity but simply a 
chance to give expression to the pride 
and appreciation you feel in your 
mother’s accomplishments, or perhaps 
sacrifices, or courage, or whatever you 
feel deserves to be known,” should be 
the tenor of your announcement copy. 

Mother’s Day is a real opportunity 
that no shoe store should overlook, but 
don’t do a half-way promotion job or 


you will be disappointed, for many of 
your competitors will be giving the 
event attention also. You must give 
this event the attention it deserves if 
you expect to benefit. 


Saunders Transferred 


New Beprorp, Mass.—Theodore S. 
Saunders, manager of the local Lincoin 
Stores, has been appointed manager of 
the Lincoln Stores in Fitchburg, Mass 
Raymond Regan of the Brockton stor« 
has been transferred to this store. 

The Lincoln Stores, operating 
throughout New England, have larg: 
shoe departments in all stores. 
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THIS WEEK 


Saturday, May 6, 1939 


IN THE SHOE TRADE 


National News 





Boston Show to Be Strictly Business 





Golf Tournament Sponsored by Boot and Shoe Club to Be 
Only Exception—Over 600 Lines to Be on Display 


Boston, Mass.—Buyers who attend 
the Boston Shoe Fair, June 5, 6, 7 and 
8, will have spread before them a 
minimum of 12,000 shoe styles covering 
every type of footwear and in every 
price range. This is a decidedly con- 
servative estimate based on an expected 


LOUIS H. SALVAGE 


General Chairman Boston Shoe 
Fair Committee 


showing of approximately 600 lines at 
the Statler Hotel and the Parker House, 
which conveniently-located hotels are 
the only ones at which sample rooms 
are to be available. 

The increased size of this fair over 
previous years and the time necessary 
to see all lines which individual buyers 
will want to see, have stre ed the 
management of the fair in their deter- 
mination to make this year’s fair strict- 
ly business. With the exception of the 
golf tournament, sponsored by the 
Boston Boot and Shoe Club, and to be 


held June 5, there will be nothing to 
interfere with the job to be done. 

“We are giving you,” says a state- 
ment issued to buyers throughout the 
country by Louis H. Salvage, general 
chairman of the Boston Shoe Fair Com- 
mittee, “the best in a business fair 
which it is possible to give. Under two 
roofs we are gathering one of the most 
complete exhibits of Fall and Winter 
footwear ever seen at a Summer fair. 

“We are giving you four full days to 
examine, compare, decide and place or- 
ders—all to the end that deliveries can 
be made when you want them and in the 
quantities desired. The range of prices 
and styles from which you can make 
your selection is without precedent in 
the history of our industry. You can- 
not fail to profit by coming to Boston 
in June.” 


Program Outlined for 
Tri-State Shoe Mart 


PiTTsBuRGH, Pa.—At a recent meet- 
ing held by the Pennsylvania Shoe 
Travelers Association, and presided 
over by Philip Landish, president, a 
report was given on the program com- 
mittee for the coming Tri-State Shoe 
Mart, which will be held at the William 
Penn Hotel, Pittsburgh, July 9, 10, 11. 
Due to the popularity and reputation 
this show has made, reservations have 
been pouring in before any publicity or 
circulars were sent out to the whole- 
salers, which clearly indicates there 
will be a record turn-out of exhibitors. 
It is the feeling of the members of the 


association that the dates decided upon 
for the show are most appropriate, as 
they will prove beneficial for both man- 
ufacturers and jobbers alike. 

Exhibitors’ fees have been kept down 
to a minimum, with publicity charge of 
$15 for one room, $5 for each addi- 
tional room. There has been no in- 
crease in the cost of the rooms and each 
exhibitor will be charged for only two 
days’ occupancy. For further informa- 
tion, communications may be addressed 
to Philip Landish, William Penn Hotel, 
Pittsburgh, Pa. 


Frederick Reenters 


Slipper and Sandal Field 


NoRWALK, CONN.—Robert E. Freder- 
ick, formerly treasurer of the Eastern 
Footwear Company, has recently an- 
nounced the formation of Frederick- 
Speier Footwear, Inc., and the acquisi- 
tion of a large, modern daylight plant, 
here. The firm will specialize in high- 
style slippers and sandals retailing at 
from $1 to $2 for soft sole numbers and 
$2 for hard sole styles. 

Mr. Frederick’s associate, Ludwig E. 
Speier, has been in the manufacturing 
end since boyhood, having spent 17 
years with Daniel Green Company and 
eight years as a manufacturer in Nor- 
walk. 

New York offices are located at 47 
West 34th Street, in the Marbridge 
Building. 


Joins Hermann Lowenstein 


New YorkK—M. F. Sesselman, for- 
merly general merchandise manager of 
the Regal Shoe Company, has joined 
the sales and merchandising staff of 
Hermann Lowenstein, 26 Ferry Street. 
this city. 
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Fall Line Shown at Queen 
Quality Conference 


Sr. Lours—Color, variety and unusual handling of 
fine leathers are the outstanding features of the Queen 
Quality line for Fall, 1939, as shown at the semi-annual 
meeting of sales representatives in St. Louis this week. 

Autumn trends show an increased use of graceful 
and feminine detail, and the dominance of costume- 
keyed colors. 

Thomas F. Byrnes, Jr., merchandise manager of the 
Queen Quality Shoe Company, a division of Inter. 
national Shoe Company, stressed the importance of 
suede and smooth leathers, draped and manipulated in 
new and interesting ways, as approved by Fall fash- 
ion plans. He also attached great importance to the 
number of slip-on shoes, which are side-gored or elas- 
ticized in the line, proving the comfort and fine fitting 
qualities of these types. The line includes dress, spec- 
tator, sports and welt shoes with many companion 
pump and oxford groups. 

In dress and sports shoes, black, Havana brown, 
port brown, mink brown, minaret brown, harvest wine, 
marine blue and evergreen are the “costume-keyed” 
colors, tied up directly with Fall fabric, clothes and 
accessory colors. 

A number of small-grain baby alligator calf and 
racer snake calf styles are ready to supply the college 
and campus demand in early Fall. 

Patent leather is used extensively through the line 
too, for unusual effects and trimmings. 

Spat-type or “gaiter” shoes, reminiscent of 1915, are 
developed in a number of modified styles, using buttons 
and scalloped closings as trim. 

Many models have the 14/8 or 15/8 heel and smartly 
simple “little-girl” styling. 

The company continues its program of national ad- 
vertising, using such leading fashion magazines as 
Vogue, Harper’s Bazaar and Mademoiselie. The Queen 
Quality Idea Book, designed to assist the dealer in 
every phase of merchandising and advertising the line. 
was introduced. A transcribed radio interview with 
Willys of Hollywood, well-known hosiery designer and 
stylist for the motion picture industry and member of 
the Queen Quality Board of Fashion Forecasters, told 
of the high fashion quality and original beauty of the 

line, which had been viewed by Willys earlier in the 
month. 

Following is a list of the salesmen and their terri 
tories: 

C. E. Joss, New England; C. Foss, New York State and 
New York District, including eR and New Jersey; Jack 
E. Jester, Southeastern States; L. D. Mazur, Indiana, Ken- 
tucky, Tennessee, Southern Ohio and Southern indiana; Charles 

. Drummond, Michigan and Northern Ohio; John 8. Byrnes. 
Western States, including Arizona, California, Nevada, New 


Mexico, Utah, Oregon, ashington, also Vancouver; R. ~ 
ka, Kansas, Missouri and 
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Enna Jettick Men Meet 


AuBuRN, N. Y.—Enna Jettick sales- 
men from all parts of the United States 
and Canada met in Auburn, recently, 
to inspect new Fall and Winter mod- 
els. Inspection of the new line revealed 
noticeably higher styling with emphasis 
on youthful lines and colors. Contrary 
to reports in trade circles, there will be 
no advance in retail prices. 

Greeting the salesmen at the Hotel 
Osborne, Buford H. Jones, president of 
Dunn and McCarthy, Inc., congratulated 
them on their healthy sales volume and 
pointed out basic business factors which 
support the belief that Fall and Winter 
totals will set even higher records. 

As has been the custom for years, 
these sales conventions are practically 
speech-free. Instead of the customary 
inspirational talks, President Jones, 
Charles E. Heckel, secretary, and John 
J. Lane, advertising manager, talk over 
with each salesman matters concerning 
his territory and his dealers. 

Harry C. Marschalk, president of 
Marschalk and Pratt, Inc., Enna Jet- 
tick’s advertising agency, explained how 
ideas for Fall and Winter advertising 
were developed. The advertising itself, 
both headlines and illustrations, is 
based upon interviews with nearly 
2500 women. These typical customers 
in small towns and large cities were 
asked which shoe advertisements inter- 
ested them most. These same consumer 
tests were applied to both magazine 
and newspaper advertising. 

Those present from the Dunn and 
McCarthy home office were Buford H. 
Jones, Charles E. Heckel, William H. 
Emerson, E. P. Flynn, Thomas Tall- 
man, Charles E. Hennesey, James H. 
Nolan and John J. Lane. 


Shoe Dealer Speaks on Russia 


NortH TONAWANDA, N. Y.—Joseph 
Gurewitsch, shoe man, here, recently 
spoke at the meeting of the Kiwanis 
Club of the Tonawandas. His speech 
was based on his own experiences in 
Russia during his early manhood. The 
talk was very well received, and Mr. 
Gurewitsch has been the recipient of 
Many requests for copies. 


Walter Ebling to Locate 
In New York 


RocHESTER, N. Y.—The host of 
friends of Walter Ebling, for the past 
ten years in charge of lasts, patterns 
and styling for E. P. Reed & Co., Inc., 
will be pleased to learn that he will 
engage in business in New York City 


WALTER EBLING 


for himself. For the coming six months, 
however, he will continue to style ex- 
clusively the products of E. P. Reed & 


0. 

Mr. Ebling, who has been highly suc- 
cessful in the art of shoe designing and 
fashioning, on entering business for 
himself will serve a few selected clients 
as consultant and adviser on the im- 
portant elements that enter into the 
styling and merchandising of shoes. He 
will sail for Europe about May 15 on 
a trip combining business and pleasure. 
After his holiday he will return, about 
the end of June, when he will make 
official announcement of his plans for 
the future. 


Resigns from Carlisle Shoe Co. 


ANNVILLE, Pa.—Harry S. Ley, for- 
merly with the Carlisle Shoe Company, 


here, has announced his resignation 
from that concern. He had been office 
manager in charge of costs and pro 
duction for the past year. 


Reservations Grow for 
Wisconsin Convention 


MILWAUKEE, Wis.—At the regula: 
monthly meeting of the Wisconsin Shoe 
Travelers’ Association April 29 at the 
Plankinton hotel, here, Fred E. 
Schmidt, secretary-treasurer of the or- 
ganization, reported that he had re 
ceived more than 30 reservations to 
date for-display rooms at the annual 
convention to be held June 18, 19 and 
20 at the Plankinton. Sample room 
reservations should be made with Mr. 
Schmidt, whose address is 8709 Jackson 
Boulevard, Wauwatosa, Wis. The ex- 
hibit fee is $10, which includes regis- 
tration fee, three luncheon tickets, one 
banquet ticket, one sample room door 
sign with firm name and that of rep- 
resentative. 

In addition, firm name and salesmen’s 
factory location and room number wil] 
be placed on the directory in the lobby 
of the hotel at no extra charge. The 
hotel will charge regular sample room 
rates of $4 to $6 per day, and the as- 
signment of rooms will be made in 
rotation only to those complying with 
all requirements beginning May 20 by 
the committee only. Exhibitors must be 
paid-up members in an association affil- 
iated with the National Shoe Travelers’ 
Association. 


Williams Covers Chicago 
Territory 


CHICAGO, ILL.—Dewey T. Williams, 
who formerly represented the Nature 
Footwear Corporation, is now traveling 
this territory for Curtis - Stephens - 
Embry Co. He has just recently be- 
come a member of the Chicago Shoe 
Travelers and exhibited his line for the 
first time at the April Shoe Buyers’ 
Day. Mr. Williams was previously 
buyer of children’s and young ladies’ 
shoes for Marshall, Field & Co. 





inducements 
Orders 
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White Sales Lag at 
Buffalo Showing 


BurraLo, N. Y.—“The White Shve 
Style Show” of the shoe manufacturing 
representatives who cover Buffalo, New 
York State, and other cities in nearby 
states and the Dominion of Canada. 
April 23 and 24, at the Hotel Seattle, 
here, turned out in numbers to measure 
well up with preceding shows. This was 
the first show, since these events were 
inaugurated two years ago in this city, 
to be devoted to white shoes, although 
there were also exhibited some carry- 
overs from the Easter lines. 

Because of inclement weather, the 
number of Easter shoes which were 
carried over on retailers’ stocks had the 
effect of holding down their commit- 
ments on white shoes to a certain ex- 
tent. However, there were some exhib- 
itors, with new and appealing styles 
in white shoes, who said that they did 
better than at the earlier Spring show; 
others said that their sales averaged 
well up with the record of previous 
shows, and some said their sales fell 
behind. 

The attendance was about the same 
as the last show. In view of the success 
of the two shows during the half year, 
the Travelers decided to hold another 
show on August 6 and 7, the details to 
be announced in the near future. A 
meeting of the shoe men, held after the 
close of the show, revealed practically 
unanimous conviction of the value of 
the shows and a determination to con- 
tinue them as often as the need arises. 
The show in August will be the last of 
the present year, according to indica- 
tions. 


J. H. Brown Joins 
Walkin Sales Staff 


SCHUYLKILL Haven, Pa. — J. H. 
(Jack) Brown, for the past 13 years 
a member of the sales organization of 
J. Edwards & Company, has joined the 
Walkin Shoe Company, here, manufac- 
turers of juvenile shoes, and will repre- 
sent that company in the territory from 
Kansas City, west, including California. 


Huarache Weaving 
Demonstration Draws Interest 


PITTSBURGH, Pa.—Against a colorful 
Mexican fiesta background, a demon- 
stration of the hand-weaving of hua- 
raches in Gimbel Bros., here, success- 
fully stimulated customer interest and 
sales at least six weeks in advance of 
last year, according to R. A. Dimel, 
shoe buyer. 


This attractive miss, garbed in color- 
ful Mexican costume, gave an 

demonstration of the weaving of hua- 
raches in the Gimbel Bros. store ex- 
hibit which attracted a lot of interest. 


“It was something new and created 
quite a bit of interest,” he stated. “The 
girl-weaver was seated high enough to 
attract attention. We ran an ad in the 
morning and two evening papers, and 
calied attention to the demonstration 
with colorful posters at all escalator 
and elevator entrances. 

“It was surprising how many men 
stood and watched the demonstration 
and bought for their wives. Customers 
asked many questions as the weaver 
took a wooden last with just an inner 
sole tacked to it and wove the entire 
upper of the shoe over the last before 
their very eyes, with no pattern except 
the one in her head. Customers picked 
up the completed shoes, ready to go to 


the factory for heels and soles, and ex- 
amined them curiously.” 

The demonstration was staged on one 
end of an elongated table-like extension 
called “The California Shop,” which 
normally has brightly painted wooden 
cut-outs of Mexicana on back and fore 
drops. The table top was covered with 
imitation Mexican grass with a hide or 
two thrown across it. 

The attractive weaver from Lon- 
gini’s Cincinnati factory was appropri- 
ately costumed and seated on an au- 
thentic Mexican-made bench from the 
store’s furniture department. Bunches 
of actual hide-strips used in the weav- 
ing, huge, bright-colored, straw-woven 
sombreros, woven straw figures on 
horseback and brightly painted gourds 
added atmosphere. 


Northington with 
Barrett Shoe Co. 


JACKSON, Miss.—H. E. Northington, 
formerly with the Central Shoe Com- 
pany, St. Louis, Mo., in the Arkansas 
and Mississippi territory, has recently 
joined the sales staff of the Barrett 
Shoe Company, a division of the Gen- 
eral Shoe Company, and will travel 
Arkansas, Louisiana and Mississippi 
with the firm’s line of women’s shoes. 

Mr. Northington left the factory re- 
cently with his new Fall line and ex- 
pects to contact his many friends in 
his territory within the next few weeks. 


Retailers Cooperate to 
Increase Shoe Consciousness 

Detroit, MicH.—A campaign of shoe 
fashion publicity is being inaugurated 
in this city by the Detroit Retail Shoe 
Dealers’ Association, and a special com- 
mittee has been formed, headed by Leo 
Masters of the B. Siegel Company, one 
of the leading exclusive women’s wear 
stores. 

Objective of the association campaign 
is “to make Detroit women more shoe 
conscious,” according to M. Harris, 
D. R. S. D. A. secretary, who is with 
the J. L. Hudson Company. The cam- 
paign itself was decided upon at a well- 
attended meeting of the entire associa- 
tion held recently. 








BOOT ann SHOE RECORDER, May 6, 1939 


MASTERBILT SHOEMAKERS 
Division of Craddock- 


Terry Shoe Corp., Lynchburg, Va. 





To Aid Refugees 


New YorkK—Organized for the pur- 
pose of enlisting support for the emer- 
gency refugee campaign, the Hides, 
Skins and Leather Division of the 
United Jewish Appeal for Refugees 
and Overseas Needs held a dinner 
Wednesday, April 26, at 6:30 P. M., at 
the Hotel Commodore. 

The affair elicited wide interest and 
should result in a genuine tribute of 
the industry’s devotion to broad hu- 
manitarian causes, Samuel Kline, of 
Samuel Kline & Co., chairman of the 
division, declared. 

Milton R. Katzenberg of Jacob Stern 
and Son is serving as co-chairman of 
the division. Others on the committee 
are: Leo Arnstein, J. H. Rossbach and 
Bros.; Robert E. Binger, Allied Kid 
Co., New Castle Div.; Adolph Dreher, 
Leather Import Co.; Irving J. Fife, Al- 
lied Kid Co.; Joseph Fisher, Schmoll 
Fils Assoc., Inc.; Alfred E. Greene, 
Emil Buschoff and Co.; Herbert Grus- 
kin, Amity Leather Co.; Melvin Hen- 
kin; Marcus A. Heyman, Marcus A. 
Heyman, -Inc.; Herman Hollander; 
Morris * Joffe, _Fleming-Joffe; Milton 
Kaufman, Kaufman and Falk, Inc.; 
William Marbes, Meyer Hecht Co.; 
Max J. H. Rossbach, J. H. Rossbach 
and Bros.; Milton Salomon; Sidney 
Westheimer, Commodity Exchange ; 
Harry B. Tove. 


Plans Progress for 
Michigan Showing 


GRAND Rapips, MicH.—The outstand- 
ing success of the Michigan Summer 
Shoe Fair last year has inspired an 
early rush for display space for the 
1939 event, according to the committee 
in charge. The affair will be held as 
usual at the Pantlind Hotel, Grand 
Rapids, for three days, June 25, 26 and 
27. It is expected that the 1939 Fair 
will tax the eapacity of the hotel. 

There will be several interesting new 
features incorporated in this year’s 
program. Manufacturers’ and whole- 
Salers’ representatives attending this 
Shoe Fair will, as in the past, receive 


every possible cooperation from the 
various committees for making their 
three days at the Michigan Summer 
Shoe Fair a most pleasant and profit- 
able venture. 

The executive committee includes the 
following Grand Rapids shoe men: Car! 
E. Verburg, general chairman; H. B. 
Lovall, secretary-treasurer; Curtis W. 
Johns, chairman publicity - entertain- 
ment; E. H. Dickinson, registration- 
attendance. There are also general 
committees representing the retailers 
and salesmen. 


Retail Business Shows Good 
Gain in Milwaukee 


MILWAUKEE, W1s.—Retail sales here, 
in March, continued an upward trend 
which began January 1 and, with the 


exception of 1937, were the best for 
any March since 1931, according to 
the research bureau of the Milwaukee 
Association of Commerce. 

The March index, as based on credit 
inquiries received by the association’s 
credit bureau, stood at 162, five points 
above March a year ago and 10 points 
above 1929, and 76 points above March, 
1933. 

Wisconsin factory employment in- 
creased 1 per cent and corresponding 
payrolls increased 1.1 per cent between 
Feb. 15 and Mar. 15, according to a 
report by the state industrial commis- 
sion, 

The commission estimated that on 
March 15, Wisconsin factories, includ- 
ing shoe plants, were employing 2065,- 
000 wage earners, as compared to 
203,000 during the previous month and 
207,000 in March, 1938. 





Unique Showmanship in Shoe Window 


Most unique showmanship for a shoe window displaying over 60 different styles 
is revealed in this DuPont setup of an exhibit for G. Levor & Co., Inc., white kid- 


skin tanners. 


top plane of purple forming a perfect background for the white kid shoes. 
were pastel green and the fronts faint pink. 


sides 


The triple runway motif was decorated in true Easter tradition, the 


The 


This window was a notable attraction of the Atlantic City Boardwalk recently and 
part of the DuPont exhibit. 
The copy theme of the display was: “Every woman who has places to go this 
Summer needs white kid shoes. 
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When a Yacht Heels—What About Shoes! 





Paul A. Sperry, Well-Known Yachtsman, Designs a Non-Skid 
Shoe That Will Grip a Slippery Deck in Rough Weather 


Moccasin and canvas shoes with the non-skid Top-Sider sole. 


AT’S fitting-out time once again and 
yachtsmen’s thoughts turn to yachts 
and boats, paints and varnishes, boat 
hardware and seagoing footwear. 
Yachtsmen spend many hours each 
Spring sanding and varnishing decks 
and cabin tops to a piano-smooth finish 
until they shine like the apple of their 
eye. The boat is launched, and in the 
first stiff blow, with the spray flying, 
this gleaming surface becomes as 
treacherous as a glare ice highway. 
Paul A. Sperry of New Haven, Con- 
necticut, is not the type of yachtsman 
who is content to cruise around the 
home mooring or sit on the porch with 
the rocking-chair fleet. He owns a 44 
foot racing cutter and spends a large 
part of the Summer “out where the 
blue begins.” Skipper Sperry dis- 
covered that ordinary rubber footwear 
is not only practically useless but ex- 
tremely dangerous on a wet pitching 
deck. To meet the demand for a sea- 
going shoe, Mr. Sperry, after consider- 
able research, placed on the market the 


Sperry Top-Sider—a shoe with the 
skid-proof sole. The sole consists of 
3700 tiny squeegee-suction waves with 
positive foot safety. These small waves 
open up in action and produce a true 
squeegee and suction effect that as- 
sures a full gripping contact with the 
surface. When relaxed, however, this 
sole becomes perfectly flat and smooth 
as velvet. Thus maximum comfort is 
combined with a wide margin of safety. 

Asked how he evolved this sole, Mr. 
Sperry said, “I was sailing on Long 
Island Sound one windy night; I slipped 
on the forward deck and came within 
inches of falling overboard. When I 
got back to port, I sat down, took a 
razor blade and slashed across the soles 
of my rubber-soled shoes in many 
places. I tried it out on many wet 
surfaces and after considerable experi- 
mentation evolved a dependable sure 
grip sole from which I perfected the 
Top-Sider.” 

This sole has since been tested by 
thousands of yachtsmen and has proved 


its worth on the heeling, drenched 
decks of many famous racing and 
cruising yachts both large and small. 

This Spring, the Sperry Shoe Com- 
pany placed on the market a light- 
weight rubber boot with the Top-Side: 
sole. 

“I recently designed a pair of boots 
for yachtsmen,” says Mr. Sperry, “fo: 
the reason that the only boots avail- 
able were, to my way of thinking, ‘man 
killers.’ To start with, the old boots 
were heavy, sloppy to walk in and, in 
the case of long boots, you could not 
possibly step out of a cockpit on to a 
deck unless you took special precaution 
to lift your leg unusually high. Did you 
ever try to dry out a pair of ordinary 
rubber boots? It is a pretty tough 
job, especially if you are trying to do 
it during rainy weather. These new 
boots that I have designed can be 
turned inside out and hung up in the 
cabin so that, if any drying can take 
place, the boots have a chance. 

“There is still another feature which 
is well worth mentioning. Two years 
ago (before the advent of Top-Sider 
Pilot Boots) I went in the well known 
Vineyard Race. This starts from 
Stamford, Connecticut, just befor« 
Labor Day each year. The morning of 

(TURN TO PAGE 55, PLEASE] 
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Dates to Remember 


fp me op gg 
A tmore, New 
May 9, 10, 1939 
Southeast- 


Marquette ‘eH Peoria, Il. 
a, May 21, 22, 1939 


ti. 
May 22, 23, 1939 
Southwestern Shoe Travelers Associa- 
tion Style Show and —~ a. Sao, 
Adolphus Hotel, Dallas, T: 
May 1 3,30 30, 31, 1939 
Pacific Northwest Shoe R ro Ae 
sociation Annual cen "Hotel 
Olympic, Seattle, Wash. 
y 28, 29, 30, 31, 1939 


Ma 
20th Annual Boston Shoe Fair, Hotel 


Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 11, 12, 13, 14, 1939 

Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 18, 19, 20, 1939 

Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 

June 25, 26, 27, 1939 

Atlanta Shoe Fair, directed by Robert 
| Hotel Henry Grady, At- 
lanta, Ga July 2, 3, 4, 1939 

Atlanta Shoe and Ready-to-Wear Ex. 
position, ot ee ~~ Hotel, 

Atlanta, Ga. .......... July 3, 4, 5, 1939 

Pennsylvania "Shoe Travelers Associe- 
tion Tri-State Shoe Mart, William 
Penn Hotel, Pittsburgh, Pa. 

July 9, 10, 11, 1939 

Charlotte Shoe Show, Hotels Char- 
lotte and Selwyn, Charlotte, N. C. 

July 9, 10, ay 12, 1939 

Annual Outing Boot and Shoe Trav- 
elers Association of New York, 
Karatsony’s, Glenwood Landing, 
LL July 3 1939 

Associa- 


Hotel, Baltimore, Md. 
July 24, 25, 26, 1939 
Buffalo Shoe » seneneee, —_ Show, 
Buffalo, N. st 6, 7, 1939 
Annual le New’ ork State 
Shoe Retailers sam Hotel 
Seneca, Rochester, N. 
+. ll, 12, 1939 


— Opening of American Leathers 

— Conference for Spring, 

ue aldorf-Astoria Hotel, New 
September 18, 19, 1939 





Laird, Schober Announce 
New Plan 


PHILADELPHIA—Laird, Schober Com- 
pany, Inc., have issued an announce- 


a 





In the June ESQUIRE 


merchandising ma 
ne of your most pe 


IN STOCK 


Order Yours 
Today 


94370 — Genuine 
White Buck and 
Pheasant Tan Call. 
92370 — Genuine 
White Buck and 
Plump Dull Black 
Calf. 


AA744-12 B7-12 

A 7-12 C 6-12 
D 6-12 

$4.90, 5% 30 Days 


terial to make the Fair 


pular shoes. 





ment to all of the retailers of Laird, 


Schober shoes, telling of the new li- 
cense arrangement recently concluded 
with Colella-Milano Company, of Hav- 
erhill, Mass. 

“We have entered into a license 
agreement,” says the announcement, 
“whereby the Colella-Milano Company 
of Haverhill will produce a line of shoes, 
sponsored by us, manufactured under 
our specifications, and sold under the 
name Laird, Schober, Mass. 

“This line of shoes will be the finest 
which can be manufactured to retail in 
the $8.75 price range. 

“The Laird, Schober Company Phil- 
ada line, including welts, turns and 
cements, will be continued as usual 


in the $12.75 and upward price range. 

“You may be assuer of the continu- 
ity of the outstanding features, both in 
styling and manufacturing details, 
which have characterized the Laird, 
Schober tradition for the past 70 
years.” 


30 Years on the Road 


CINCINNATI, On1I0O—George Aftel, 
well-known southern representative of 
the Roth Shoe Company, here, is now 
in his thirtieth year on the road. He 
left the home office recently with his 
new Fall line, highly enthused over the 
outlook for the coming season 
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Store Fixtures 
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CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern stvie 
and comfort of Howell Chromsteel. You'll 
like the way it looks and wears.Write for 
Catalog of Shoe Store Equipment now. 
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5. KIEFER TANNING CO 











To Open Own Shop 


NORTHAMPTON, Mass.—Liguori Mac- 
Donald, for the past 14 years an em- 
ployee at Fleming’s Store, will open his 
own shoe shop at 233 Main Street. Mr. 
MacDonald has been a resident of this 
city since 1917, and was formerly af- 
filiated with the Mohawk Shoe Store on 
Center Street, this city, and the Brown 
Shop in Holyoke. 

Born in Victoriaville, P. Q., Canada, 
in 1902, Mr. MacDonald attended the 
Victoriaville Commercial College and 
Nocolet Seminary. 


Thorp to Represent 

Selby in West 
PortsmMoutTH, OHIO—Edward C. 

Thorp has recently joined the sales or- 


ganization of the Selby Shoe Company, 
Portsmouth. 


EDWARD C. THORP 


He will represent the Styl-Eez and 
Tru-Poise lines in California, only, and 
in addition will represent the Arch 
Preserver shoes in Colorado, New Mex- 
ico and Arizona. 


And Now, Sterilized Shoes 


Dr. Silas Treinis, a graduate podia- 
trist, has invented a machine that gives 
complete and thorough sterilization of 
shoes in the amazingly short space of 
time of 2 min. 

For several years, Dr. Treinis was 
associated with the Lockwedge Shoe 
Corporation of America in the dual ca- 
pacity of educational director and 
Southern sales agent. During his many 
lectures throughout the country, he was 
particularly impressed by the many 
questions put to him that dealt with 
not only the care of the feet, but also 
with the care of shoes. Women, espe- 
cially, seemed to be interested in gain- 
ing some knowledg as to the method 
they might -follow in making their 
shoes and those of their families clean 
and germ-free. 

Working on the basis that shoes 
were at that time the only part of the 
wardrobe that had been neglected in 
the process of selling the public the 
idea of clothes-sanitation (dresses, hats, 
undergarments, stockings can all be 
cleaned and sterilized), Dr. Treinis 
went to work with the now-famous 
cold-sterile light. This light, which has 
proved invaluable in a general germ- 
killing capacity in hospitals, schools, 
large children’s camps, etc., was incor- 
porated into the machine which he calls 
the Sani-Shu Sterilizer. 
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Are You Going to 
The New York World’s Fair? 


You'll want to see, in the Incubator Build- 
ing, the display of Mrs. Day's Ideals for 
all stages of babyhood—from fabrics te 
flexible walking shoes—from 0 to 8. You'll 
appreciate this publicity as a sales-building 
asset—want to tie in with it. And while 
in New York plan to visit our office ot 7! 
West 35th Street. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 































announcement 
CHARLES MORALI, recently re 


signed from Delman, Inc. of New York 
after more than thirteen years of ac 
tivity as designer and superintendent 
of quality, wishes to announce his con 
nection with Preview Footwear of 50 
West 17th Street, where he is now 
manufacturing and selling his trade 
marked shoe CusH * oneT. 















This shoe is built with a patented 
cushion-like insert in the insole, insur 
ing the wearer greatest of comfort: 
completely eliminating burning of the 
feet and formation of callous; sturdily 
constructed for wearing quality, ye! 
light and flexible for comfort. 


The thirty years CHARLES MO 
RALI has spent in high grade shox 
manufacturing is a sure guaranty of 


the great quality of this shoe. 


They will be retailed at $10.75 pe: 
pair. 



















“WEAR 
CUSH *ONET 
SHOES 


and walk miles with a smile" 


Copyrighted 1939 b: 
Charles Moral. 
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HUARACHES 


The Sandal that made Mexico Famous 
Will Prove itself a famously 


Good Profit maker for you 
At the New Low Price of 


dozen, Wholesale 
(Tan Steerhide) 


$1920 °° imne'uecmen 


stock for immedicte de- 
any in a sizes for men and women. 
Every conceivable type of sandal is now called a 
“Huarache,” but this sturdy STEERHIDE sanda! 
from Oaxaca is the real Huarache, the kind that 
Indians weave for Indians and the kind that will 
require no introduction to your trade. 
already seen them advertised in Vogue, 
and other magazines at $3.75 per pair. 
in natural beige leather (STEERHIDE) or 
leather as pictured above. 


$24.00 Pe 


in pure white 


Th QLD MEXICO SHOP 


(Ok Cle 


They have 
Esquire, 





SANTA FE-- NEW MEXICO 








Unit Ads Prove Most 


Successful 


San ANTONIO, TExAS—Ear! McNeal, 
manager of the Guaranty Shoe Shoppe, 
San Antonio, recently gave BooT AND 
SHOE RECORDER’s reporter some rather 
interesting data on newspaper adver- 
tisements this firm has run during the 
past several weeks. 

Mr. McNeal likes to experiment to 
some extent in advertising and keeps as 
close check as possible on the “pull” 
from different ads. 

On March 19 this store ran a news- 
paper advertisement that played up 
several styles of women’s shoes, but 
only one price—$12.75 per pair. Sev- 
eral days later another ad was run 
which was quite similar, but this ad 
showed shoes priced at $8.75. 

Then a newspaper advertisement was 
prepared and run which showed not 
only different styles but different prices. 
In this ad the prices quoted were $8.75, 
$10.75, $12.75, $14.75, and $18.75. 

Mr. McNeal says that the advertise- 
ments which concentrated on only one 
make and one price were much more 
effective than the advertisement which 
quoted five prices, although the later 
ad used almost twice as much space. 

Mr. McNeal has several times tried 
out advertising in this way, and by 
checking as closely as possible on in- 
quiries, he has reached the conclusion 
that a “one-price” advertisement is 
anywhere from 25 to 40 per cent more 


effective than an advertisement which 
quotes several prices. The one price 
and one make in an advertisement 
seems to get prospects sold, while in 
many instances having several makes 
at different prices in the same adver- 
tisement seems to get the prospect con- 
fused and uncertain about just what 
they do want. 

In other words, Mr. McNeal is of the 
opinion that in advertising shoes, it is 
much more profitable to “use a rifle 
and aim at the bullseye” than it is to 
“use a scatter gun,” which spatters 
shoes and prices all over the landscape, 
but frequently misses the target. 


New Firm in Marlboro 


MARLBORO, Mass.—The T. F. Flana- 
gan & Son, newest addition to the in- 
dustrial family of the city, moved here 
without fanfare a short time ago and 
is located at the Marlboro Industrial 
Trust Building on Howe Street, manu- 
facturing shoe counters and other 
leather materials used in the making 
of shoes. Formerly in Milford for many 
years, the company has transferred all 
operations to Marlboro. 


Whites Feature Promotions 


On Coast 


Los ANGELES, CALIF.—The J. W. 
Robinson Co.’s promotion of white 
shoes in the better grades is meeting 
with excellent consumer response. Ac- 


Nis a L 


gets on a friend- 
ly footing right 


away. Attractive appearance makes sales. 
Satisfactory performance keeps the profits 
coming. Laboratory prepared, Shu-Shine is 
always uniform. It cannot harm leather or fabric. 
There's a great “White” year ahead. Order from 
your jobber today. 
OSMIC CHEMICAL COMPANY, Brockton, Mass. 


TAILOR-MADE FOR THE Shot TRADE 


In tube, jar, bottle or Dandee Duster. 


cutie % to “Shoe Manes Paul Kirsh, 
white shoes will predominate in his pro- 
motions through May and June. 

All types of white shoes are being 
bought, with sandals far outselling all 
patterns. Before Easter, black and blue 
dominated the colors, while at the pres- 
ent time, whites are running neck and 
neck with both black and blues. Sizable 
advertising, backed up by several good 
window displays, have been excellent 
mediums of bringing white shoes to the 
attention of the public. The store’s 
stock of white shoes is most complete 
in all-whites and “white-with” so that 
many multiple sales are resulting. 


When a Yacht Heels—What 
About Shoes! 


[CONTINUED FROM PAGE 52] 


the race five of my crew of seven ap- 
peared with dunnage and each one had 
a pair of boots under his arm. Try 
and find place for seven pairs of boots 
on a 44 foot racing cruiser along with 
the rest of the dunnage! Long Pilot 
Boots can be rolled up small enough so 
that they do not take up any more 
room than an ordinary pair of shoes.” 

Mr. Sperry fails to mention that this 
toot is also practical for fishing, indus- 
trial plants, packing houses and any 
service where the surface under foot 
is liable to be wet. 

In moccasins, boots and canvas foot- 
wear this squeegee sole is a definite 
contribution to the comfortable and 
safe enjoyment of active sports. 





BUY 


Dancing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 
IN-STOCK DUCHESS 
PLATE 


wate Side 
12 B and C $1 
re aAsase es 
-8 AB and C $1.50 
DAVID T. NATHAN 
138 Lincoin St., Boston, Mass. 











Bowling Shoes 


PROFESSIONAL 
BOWLING SHOES 


Men's Men's 
Bal 
$2.55 


Me. 240 
oan ea Pian 


orm erm 


Carton Labels 


LA BELS 


TOLMAN- 


A DVERTI 


DAVIDSON 
SING PRESS 








Makes Ads a Style Service 


BIRMINGHAM, ALA.— Every change 
of season, Blach’s runs a full page of 
new styles with a detailed description, 
by number, of each and every shoe. 
Usually, according to Stanley Erdreich, 
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C. A. Brandi Represents 
Borda, Ine. 


New York—Constantine A. Brandi, 
who is now representing Borda, Inc., 
New York Style Studio, is located in 
the Marbridge Building, Room 458-460. 


Cc. A. BRANDI 


Mr. Brandi formerly with Saks-Fifth 
Avenue and associated with the ladies’ 
shoe department is the son of Mr. N. 
Brandi, manager of a Brooklyn Coward 
shoe store. 

Mr. Borda requires no introduction, 
being well known as the originator of 
style and pullovers in the United States, 
Canada, and European shoe centers. 

Mr. Brandi will contact shoe fac- 
tories and retailers in New York, New 
England, and Western territories. Prior 
to his joining the shoe business, he at- 
tended Holy Cross College and was 
active in football, baseball, and track 
teams. 


Advance Firm Leaves 
New Quarters 


Cuicaco, ILL.—The Advance Theatri- 
cal Shoe Co., formerly located in the 
Capital building, which is now being 
dismantled, has leased 4000 sq. ft. 
of space on the 6th floor of the Chicago 
Real Estate Board Building. 82 W. 
Randolph Street. 


H, W. Gardner Leaves 
Mid-States Post 


Mi.wavkege, Wis.— Charles Ortgie- 
sen, president of Mid-States Shoe Co., 
of Milwaukee, in announcing the with- 
drawal of Herbert W. Gardner as gen- 
eral manager, recently, indicated that 
Edward Wegner would fill the position 
of sales manager of the House of 
Crosby Square division, and that Hugo 
Bauch would continue in full charge of 
sales for the Ideal Shoe division. Both 
divisions have had an excellent run of 





* HANNAHSONS °* 





Babette 


IN STOCK 


B-2445 White Kid 
$2. 


Write to-day for our catalog. 
AMERICA'S LARGEST 
IN-STOCK SANDAL DEPARTMENT 


« HANNAHSON ° 


HAVERHILL, MASS. 

















business during the past 26 weeks with 
substantial gains in pairage over a 
year ago. 

Herbert W. Gardner says he is due 
for a long-delayed vacation befcre tak- 
ing on new responsibilities, and that the 
golf and fishing look good after 39 
years in the shoe business. He wil! 
continue his residence in Milwaukee. 


Main Floor Move 
Boosts Business 


OAKLAND, CALIF.—Since the men’s 
shoe department in the Schwartz & 
Grodin men’s store has been moved 
from the second floor to the main floor, 
a steady grading up process has been 
in effect with the result that a very 
healthy increase in business is being 
experienced. 

According to Shoe Manager Cliff 
Waltz, the outlook for the coming sea- 
son is very bright, with the newer 
types of sports shoes very much in pub- 
lic demand. 


Manages Children’s 
Department 


Fort WAYNE, INpD—Howard Chal- 
fant has been named manager of the 
children’s shoe department at Patter- 
son-Fletcher, here. Mr. Chalfant has 
had thirteen years of experience in the 
shoe business. 
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Open Display Speeds 
Men’s Shoe Sales 


[CONTINUED FROM PAGE 25] 


At the top of the staircase is a large 
round table about eight feet in diam- 
eter with a neatly concealed set of spot- 
lights playing on it. The table is knee- 
high and generally has some seasonal 
display in the middle. The outstanding 
part of the table display, however, is 
that as many as 50 different types of 
shoes will be displayed there, all hav- 
ing fell-formed shoe trees in them AND 
THE PRICE MARKED ON EACH 
SHOE. The newest and cleverest sys- 
tem of putting the price on the shoe is 
to tack metal grooved plates about three- 
quarters of an inch square on the open 
part of the shoe tree. The plates have 
slots for the holding of small cards 
that give the style number and price of 
the shoe. 

Carrying further with this idea are 
smaller tables about the department 
with more shoes displayed and four re- 
cessed display sections on the walls of 
the department for the display of more 
shoes under similar circumstances. 

“This idea of open display is the 
greatest single contributing factor to 
the increasing success of our depart- 
ment,” Mr. Kopp reported. “Before en- 
tering the shoe game I was a display 
man and learned that people like to 
feel, sense and to know merchandise 
before they buy it. We can point to the 
success of the variety stores (dime 
stores) with their great open displays 
of merchandise that present a constant 
temptation to the shopper to buy. Nat- 
urally, shoes are a great deal higher in 
price, but the principle is even stronger 
here. Customers want to get the ‘feel’ 
of shoes before buying and there is 
every reason why they should. Our 
open display gives them that chance.” 

Mr. Kopp added further that this 
system allows customers to do their 
shopping for themselves, thus shorten- 
ing the average sales time spent by the 
clerk with the customer, and in turn 
speeding up service and giving more all 
around satisfaction to the trade. 

Mr. Kopp uses five regular men in 


PACKARDS 
make 
PARTNERS 


of customers! 


Satisfied customers make 
profits for you. Packard 
value and fitting comfort 
satisfy more men—make 
more repeat sales. On 
these solid qualities a 
lasting business is built. 


Packard has a completely 
stocked line of men’s shoes 
in two grades—PACKARD 
and PACKARD KENT — 
to retail from $5.00 to $8.00. 


WRITE TODAY FOR OUR NEW 
IN-STOCK CATALOG 


M. A. PACKARD CO. 
BROCKTON, MASS. 


THE 





his shoe department and averages 
about four extra men on the weekends. 
He has forty chairs in his department 
and the section is lighted by the in- 
direct method, giving the department 
an air of genuine comfort and a greater 
feeling of, satisfaction. 

Feeling that there was a definite 
need for style promotion in men’s shoes, 
and particularly in sport types. Boyd’s 
has recently brought out a twenty-four 
page catalog showing the latest devel- 
opments in sports and dress, crepe and 
sponge soled shoes that would fit the 
need of every man. The theme of this 


catalog is borne out on the cover in 
the statement, “If you want Spring in 
your step. .. .” Advertising in a well- 
known men’s national publication, as 
well as in newspapers, has been used to 
obtain requests for the catalog. 
Current in store promotion with 
the catalog put out by the store on 
shoes is a large window with a pair 
of shoes blown up many times over the 
original size and the entire corner 
window display of eighty different types 
of shoes titled “If you want Spring in 
your step. .. .” Store signs have been 
used copiously for this purpose, also. 





ER 


Poll-Parrot Shoes have ,£ATH 
INSOLES 





FLEXIBLE! 
SMOOTHI 
LASTING! 


Since leather is porous and “breathes” it is always used in Poll- 
Parrot insoles. Perspiration and dampness cause paper insoles to 
become “bumpy” and “ridgy” but affect leather insoles hardly at 
all. With leather insoles, outsoles, counters, heel bases and_uppers 
Poll-Parrots have their quality built-in ...not added on... it’s more 
than skin deep ... that’s what makes Poll-Parrots smart and long 
wearing. That’s what makes Poll-Parrots America’s big selling 
complete juvenile line. Put Poll-Parrots to work building sales and 


profits for you. Call for our representative! 


POBBRTS.JOHNSON @ RAND 













Slippers 





























W. A. Arnold Joins New 
Men’s Shoe Co. 


Worcester, Mass.—Walter E. Ar- 
nold of Brocton, an executive for many 
years of the E. J. Givren Shoe Co., Inc., 
Rockland, has resigned and is now as- 
sociated with John M. Foote of this 
city, former executive of the H. H. 
Brown Shoe Co., Inc., this city, who 
started a men’s welt manufacturing 
business April 24 in the former J. Nel- 
son Manning Shoe Manufacturing Co. 
factory at 161 Summer Street. 





One-Day Shoe Department 

CoLumBus, On10—The Union Store 
recently established a special shoe de- 
partment on the sixth floor for one day 
only to take care of the crowds when 
more than 1600 pairs of women’s shoes 
were offered for sale in a once-a-year 
clearance sale event. 


L. A. Bopp to Represent 
New Craddock-Terry Line 
LYNcHBURG, VA.—Leo A. Bopp, who 
formerly traveled Florida and later 
Missouri for the Hamilton-Brown Shoe 
Company, has recently joined the sales 
force of the Craddock-Terry Shoe Com- 















LEO A. BOPP 


pany, here, and will represent that 
company’s new “Masterbilt” line of 
men’s shoes in Kansas, Oklahoma, Mis- 
souri and Arkansas. 

Mr. Bopp has just returned from the 
sales meeting in Lynchburg and is now 
in his territory with his new Fall line. 





Retail Jury Picks 
Representative Line 


Sr. Louis— A jury of five volunteer 
retail shoe dealers has just picked out 
a complete line of men’s, women’s and 
children’s bedroom, boudoir and house 


Innovation in Summer Sandals 
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ANNOUNCING 


Bass 
\\ Stylocasins 


MOCCASIN COMFORT 
WITH MORE FORMAL STYLING 


Now you can give your customers real 
moccasin comfort in a model that offers more 
formal appearance—at a popular price, too. 
Just as in the true mocassin construction the 
soft upper leather goes under the foot but 
in two pieces instead of one. No welt or bot- 
tom filler is necessary. The hand seam is 
eliminated and finer and lighter leathers can 
be used. Send for details of this smartly 
styled, extra comfortable men’s shoe for golf- 
ing and sports wear. G. H. Bass & Co., 
Dept. BS-18, Wilton, Maine. 












Stylocasins 








slippers which they believe will “most 
nearly satisfy all customers,” in re- 
sponse to a request of the Brown Shos 
Company, St. Louis. 

So far as is known, this is the first 
time a dealer-jury has ever had the 
opportunity to tell a manufacturer its 
preference as to a line of slippers. Th« 
Brown Shoe Company, whose salesmen 
carry an auxiliary line of slippers i: 
addition to the company’s own lines 
of shoes, sought the advice of thes: 
dealers, who happened to be in St 
Louis and agreed to serve in the ca 
pacity of jurors. The Brown Sho 
Company believes the dealers made a 
selection that will appeal to all retail- 
ers, as well as the public, since the 
jury was representative of dealers i: 
various sections of the country, as wel! 
as of large and small city dealers. Th« 
jury consisted of: 

William Spellman, Portland, Ore.; 
Charles Hodgson, Alameda, Calif.; Nor- 
man Grassfield, Waverly, Iowa; Car! 
Earnest, Shawnee, Okla.; and R. B 
Sturdivan, Evanston, II. 





Moves to Modern Location 


BuRLINGTON, Wis.— Verick’s Shoe 
store, here, is being moved from the 
building it has occupied for the past 
17 years to quarters formerly occupied 
by the Christien Shoe store, which has 
discontinued business after 47 years. 
The Christien store is being remodeled 
and modernized for the new occupant 
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Philadelphia s Foremost Hotel 


pane (aaa 
“ann! 
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1. Foremost in size—1200 rooms, all with 


bath, circulating ice water. 


2. Foremost in value—more for your 
money in honest-to-goodness comfort. 
3. Foremost in location—at Chestnut and 
Ninth—in the heart of Philadelphia. 
4. Foremost in food—3 excellent restau- 
rants. Air-conditioned in the summer. 


The BENJAMIN FRANKLIN 


SAMUEL EARLEY, Managing Director 


Presents 


AVIATION 


merit. 





| Manfield 


OF NORTHAMPTON, ENGLAND 


BOOTS 


Made in England by our 
master craftsmen and ac- 
cepted the world over as 
representing quality and 


CARRIED IN STOCK 
AT OUR AMERICAN 
HEADQUARTERS 


MANFIELD 
& SONS 


325 Arch Street 
PHILADELPHIA, PA. 


Send for stock catalog of 
Riding Boots, Jodhpurs, 
Field and Aviation Boots. 





Obituaries 


Thomas Drew 


BerNE, IND.—Thomas Drew, 78, old- 
est retail shoe merchant in the town 
of Geneva, Ind., near here, died at his 
home recently. He had operated a shoe 
store in Geneva for a number of years 
and was widely known to the trade. 
He is survived by four sons, a brother 
and two sisters. 


Henry C. Kobus 


CAMDEN, N. J.—Henry C. Kobus, 
Camden shoe merchant, died recently 
at his home. He was 70 years of age 
and the brother-in-law of Commissioner 
Mary E. Kobus, Camden Director of 
Public Safety. 

He and his brother, Joseph, were for 
years associated with their late father, 
Anthony, in operating the Kobus shoe 
store, founded in 1858. Three years 
after the death of their father in 1920, 
the brothers moved the business to its 
present location. 

Mr. Kobus succeeded his father as a 
member of the board of directors of 
the former Broadway Trust Company. 
He was one of the founders of the Com- 
merce Club, predecessor of the Cham- 
ber of Commerce. His wife died in 
1935. Beside his brother and sister-in- 
law he leaves three sisters, Mrs. Ernest 
L. Bartelt, wife of a vice-persident of 

Camden Trust Company; Mrs. 


Charles F. Halbeisen, of Camden; and 
Mrs. Eliwood B. Mills, of Haddonfield, 
N. J. 

Solemn requien mass was sung in 
the Church of Sts. Peter and Paul. 


Val Duttenhofer, Jr. 


CINCINNATI, OHI0O—Val Duttenhofer, 
Jr., for many years a prominent Cin- 
cinnati shoe man, died recently at his 
home, here. 

Although Mr. Duttenhofer had not 
been well since his return from Florida 
a month ago, his death, attributed to a 
heart attack, was usexpected. He was 
76 years old. 

The shoe business which he founded 
in 1889 and which bore his name, was 
his principal interest until the dissolu- 
tion of the company 15 years ago. 

From a modest beginning on the sec- 
ond floor of a building at Eighth and 
Sycamore Streets, Cincinnati, where 
the company made 60 pairs of women’s 
shoes a day, the business expanded to 
a point where more than 8000 pairs 
were produced daily—becoming one of 
the largest of its kind in the country. 

Since his retirement from the shoe 
business, Mr. Duttenhofer has been ac- 
tive in the real estate business both in 
Cincinnati and in Florida, where he 
has passed his winters. 

Surviving him are his widow, Mrs. 
Laura Sennett Duttenhofer; a _ son, 
Clifford G. Duttenhofer, and two grand- 
children, all of Cincinnati. 


Jesse Legg 


Jesse Legg died suddenly last Friday, 
April 28, while on a trip driving back 
from Minneapolis, as a result of a 
stroke, in hospital at Plum Lake, Wis. 
He was covering his territory for J. 
Edwin Smith Shoe Company and hav- 
ing been ill for a few days with the flu, 
he decided to start for his home in 
Pontiac, IIll., without notifying his fam- 
ily. He stopped at a gas station in 
Plum Lake and asked for a doctor. 
Being told that a good doctor was in 
the next town beyond, he drove away, 
but not without leaving the gas sta- 
tion attendant with some misgivings as 
to his condition. Thus, a few moments 
later when a doctor drove up for gas, 
he urged him to follow Mr. Legg, which 
he did, finding him a short ways down 
the road, his car in the ditch and Jesse 
unhurt, but in a daze. He hurried him 
to the hospital, phoned Mrs. Legg, who 
was able to reach his side before he 
passed on just 12 hours after reaching 
the hospital. 

Jesse Legg was well known to a wide 
circle of friends in the trade due to his 
long management of the Pontiac Shoe 
Company, which he and his family 
owned and operated until it was taken 
over by Gerald Huiskamp three years 
ago, it having been liquidated since. 
Mr. Legg is of a family of 21 children, 
being the second youngest and all are 
living with the exception of Jesse and 
one other. 





(60) 


Bids Asked for Bata 
Plant Near Baltimore 


BALTIMORE—Bids have been asked 
for a new plant for the Bata Shoe 
Company, Inc., at Belcamp, Harford 
County, Md. When building operations 
will be begun is not certain. The 
former Czecho-Slovakian enterprise, 


persons when its Maryland factory is 
in full operation. 

Land was first acquired in Harford 
County as far back as 1933 and it is 


° 


H. Findlay French, director of the 
Industrial Bureau of the Baltimore As- 
sociation of Commerce, played a part 
in bringing the shoe concern to Mary- 
land and it was he who announced that 
the plans were approaching the build- 
ing stage, but it was emphasized that 
no definite time has been given as to 
when the work on the buildings will 
start. Later, it was said, bids for the 
construction of water and sewerage 
systems will be asked. It will probably 
take several years before the expansion 
of the Company takes place up to the 
point where employment for 10,000 
persons will be possible. It will be nec- 
essary later to construct schools, 
hospitals and other buildings to serve 
the working population. 


Wichita Merchants Begin 
White Shoe Promotions 


WicHITA, Kans—May 1 found 
weather conditions conducive to move 
a lot of white footwear, although many 
merchants regretted inability to obtain 
from the manufacturers all the black 
patents they could sell. Window dis- 
plays, newspaper advertising and direct 
mail contact are being used in promot- 
ing the sale of footwear for Mother’s 
Day, May 14. 

“The past week white footwear has 
been selling well,” said E. E. Turner, 
of Heads’ store. “Kansas women go 
in for whites, as it so readily fits in 
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Lloyd Bump, of Lloyd’s shoe store 
believes that a radio program brings 
parents with children into the 
Children hear the names ofthe 
chandise handled by the store and 
for it. He believes this will be a 
season for whites. 

Farha’s bootery says 90 per cent o 
the sandals sold now are closed . 
One little number which is a fast-sell- 
ing item is made of raffia in varied 
colors and also in plain colors. The 
heel is wooden with a linen upper. It 
is a novelty which is comfortable and 
not purchased for long-time wear. 
Brown and white and black and white 
in other types of footwear are in de- 
mand. 

A. Wallenstein, of Walle’s, could sell 
more black patent footwear if deliv- 
eries were possible. Footwear in beige, 
white and all colors and in many styles 
is moving. 


Joseph H. Schaetzer 


Burrato, N. Y.—Joseph H. Schaet- 
zer, widely-known and popular shoe 
dealer, treasurer of the Buffalo Shoe 
Retailers Association for many years 
and a director of the state association, 
died at his home, 58 Burbank Drive, 
Snyder, April 30, after an illness of 
one week. 

Mr. Schaetzer was treasurer of the 
local association for the last 20 years 
and a familiar figure at all local gather- 
ings of shoe retailers as well as at 
state conventions. His store, estab- 
lished by his father on Sycamore Street 
60 years ago, was a pioneer in the 
fitting of corrective shoes, a branch of 
shoe retailing in which Mr. Schaetzer 
became expert and an authority. He 
enjoyed a wide trade, drawing custom- 
ers from all over western New York. 

Mr. Schaetzer was born in Buffalo 
and educated at St. Ann’s School and 
Canisius High School. In addition to 
his work in the shoe industry, he took 
a great deal of interest in the work of 
the volunteer fire departments. He 
was chairman of the board of directors 
of the Snyder Hose Co.; a trustee of 
the New York State Volunteer Asso- 
ciation, and for the last eight years 
treasurer of the Western New York 
Volunteer Firemen’s Association. 

He is survived by a widow and a 
brother, John A. Schaetzer, who also 
was connected with him in the opera- 
tion of the Sycamore shoe store. 


Shoe Plant Modernized 


PortsmoutTH, N. H—A moderniza- 
tion is under way at the Con- 
tinental Shoe Co. plant in this city. 
The work is in charge of the Davison 
Construction Co. of Manchester. 


Fall Styles to Be 
Shown at Charloite 
[CONTINUED FROM PAGE 45] 


There will be special music by “Pete” 
a Tr 
show. 

Members of the committee from 
Charlotte assisting Mr. Ledbetter are 
A. P. Craddock, Jr., A. S. Harrell, D. 
H. Johnson, Marion Davis, S. M. Quinn, 
Al Goodman, Elbert Carroll, P. C. Mc- 
Ginn, C. E. Smith and Thomas P. 
Grier. The retailers’ advisory commit. 
tee includes Matt Condon, of Charles- 
ton, S. C.; Clay Herring, Lynchburg, 
Va.; Roscoe Griffin, Rocky Mount, 
N. C.; David Feinfield, Birmingham, 
Ala.; Philip Levenson, Salisbury, N. C.; 
Armond Weil, Savannah, Ga.; Fred 
Arnold, Macon, Ga.; L. E. Gibson, 
Spartanburg, S. C.; Dave Kincaid 
Knoxville, Tenn.; Page Schlesinger, 
Chattanooga, Tenn.; Redd Perryman, 
Jacksonville, Fla.; Harry Schreiber, 
Waycross, Ga.; L. H. Brown, Nash- 
ville, Tenn.; Henry Cullum, Augusta, 
Ga.; Clarence Powell, Greensboro, 
N. C., and Sam Chattoff, Lexington. 
Ky. 


White Shoes Top Sales 
In Chicago 

Cuicaco, ILL.—White shoes for at 
once delivery topped the volume busi- 
ness at the regular monthly shoe buy- 
ers’ days sponsored by the Chicago Shoe 
Travelers, April 25 and 25, at the Mor- 
rison Hotel. Norman N. Souther, presi- 
dent, reported the show one of the most 
successful of the year, in spite of the 
fact that there has been continued rain 
and cold throughout the surrounding 
region since Easter. Two extremely 
warm days in which the temperature 
went to over 80 deg., were believed re- 
sponsible for the increased confidence 

Nearly all of the buying was in all- 
whites. The corrective and comfort type 
lines did especially well, due probably 
to the recognition on the part of the 
retailer that the coming vacation offers 
good profits in white walking shoes. 
Some of the high colors in sandals, such 
as cyclamen, fuchsia, dusty pink and 
lilac, received some interest. There 
were also numerous calls for red, which 
has proved a good accessory color in 
this region. There was also some in- 
terest in mesh types. Play shoes expe- 
rienced a lot of activity, with buying 
concentrated in crepe soles, Dutch sabot 
versions, and open-toe and open-hee! 
numbers. Representatives of the hua- 
rache lines reported that judging by 
demands, retailers in all parts of the 
region will have difficulty keeping their 
shelves well stocked. 

There were also a number of -at-once 
orders for black patent, which many 
retailers believe will continue selling 
well throughout the Summer. There 
were also a number of calls for blue. 
with some retailers reporting that they 
have been almost completely sold out 
during the past several weeks. 
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SPORTINGAK SPECIAL ANKLE SUPPORT 


*PATENTEO@ 





A shoe to follow up the 
shown in the last 
and a cookie insole. 


No. 1702—White Elk Boot 
82 to 12 


A te D 
B to D 
Ate D 





TWO FEATURE SHOES. . 


That are outstanding in a full line of Ephrata Welts and Prewelts 
that are known from Coast to Coast as representing Quality, 
Style and Study in shoes for the younger child. 


CARRIED IN STOCK 
SPORTINBAK PREWELT. .... . 


Constructed with a counter running to the top of the shoe reinforced with a 
flexible metal strip, and giving full support yet without corset-like stiffness. 


2 to 6, spring heel, $1.40 
402 White blucher boot, 62 to 8, spring heel, $1.60 


ORTHOPEDIC GOODYEAR WELT . 





402 White blucher boot, 


Ite features in design are 


Sportinbak. 
outline to which are added a long inside counter 


No. 1705—Tan Elk Boot 
No. 1722—White Elk Oxford No. 1725—Tan Elk Oxford 


Spring 
Spring 
Leather Anatomic Heel—$2.60 
Shark Tip—8'/2 to 3—15 cents extra 


Send for our catalog showing these and fifty other styles of 
infants’ and children’s shoes carried in stock. 


EPHRATA SHOE CoO., INC. 


EPHRATA, PENNSYLVANIA 


Heel—$2.30 
Hee!—$2.00 











High Heels and High Style 
[CONTINUED FROM PAGE 21] 


change when the first pair wore out or 
became too gravel-stained to be of any 
further use.) 

Step-ins, pumps, oxfords and strap 
patterns were all represented, with the 
first three in the lead, but a surprising 
number of straps in evidence. We saw 
these patterns in calf, in patent, kid, 
suede, gabardine, and some crushed 
surfaces, reptiles and reptile trims. 
Blue and black were the favorite colors, 
followed by brown, wine with a decided 
purple cast, and a little japonica, tan 
and white spectator and sport types in 
a greater percentage than we had ex- 
pected. In sport patterns the saddle 
oxford ranked first, especially for the 
very young girl. “Barge” types with 
Square toe and walled last appealed to 
the same group. A few sensible older 
women also wore these types, in addi- 
tion to moccasin toes and softies. Two 
young girls were extremely picturesque 
in wooden-soled shoes with white up- 
pers. A few hauraches looked smart 
and comfortable with spectator sport 
costumes. One young couple were seen 
Wearing them, the man’s with rubber 
trepe soles and the girl’s with leather 
sole and low walking heel. They liked 
them, they said, because they were so 
tool and comfortable. 


The most popular of the season’s new 
patterns was the Dutch silhouette with 
walled last, rocker bottom and low heel. 
They looked very smart and workman- 
like with tailored or semi-tailored cos- 
tumes and with the uniforms of the 
official guides, a number of whom wore 
them. These girls, in general, had very 
sensible shoes, in most cases walking 
oxfords. 

Platform soles were very scarce and 
usually were studded with nail heads. 
We saw only a few pairs of spat shoes. 

One of the smartest women that we 
saw all day wore a beige and brown 
ensemble—tailored suit, top coat and 
hat—and brown alligator oxfords with 
walking-height heel. The day was 
windy and cool with some rain, but her 
turban hat was small and close-fitting 
and her woolen suit was warm and 
proof against sudden showers. 

Stopping at a small shoe store in the 
grounds, we discovered that in its first 
two hours of business three pairs of 
shoes had been bought. The first pair 
was a pair of saddle exfords; the other 
two pairs were real walking oxfords, 
low-heeled and ventilated. Women had 
come in, glad of the opportunity to 
provide themselves on the spot with 
really comfortable shoes. 

There is a lesson for the retailer in 
the shoe picture of the New York 
World’s Fair opening day. Women— 
most women—are not yet equipped with 
proper shoes for the occasion. So— 


catch them early and tell them what 
they should have now, before they start 
for the Fair. Tell them they need walk- 
ing shoes for the Fair, before the Fair 
and after the Fair. Train them to ask 
for walking shoes. The fashion trend 
is to more comfortable shoes with lower 
heels. Promote that trend. 


E. L. Buddington Named 


Shoe Manager 


Los ANGELES, CALIF.—E. L. Budding- 
ton has recently been placed in ful) 
charge of Foreman & Clark’s new shoe 
departments. A shoe section was added 
first at their Los Angeles store for 
test purposes and proved so satisfac- 
tory, Mr. Buddington states, that at 
present, shoes are being shown at their 
stores in four cities. As quickly as 
arrangements can be made, this depart- 
ment will expand to at least all of the 
larger stores in the group. Prices 
featured are $5.00 and $6.50. The 
steady growth since its inception is 
indicative of extremely satisfactory 
business. 

Mr. Buddington is a shoe man of 
wide experience, having been connected 
with some of the largest firms in the 
Middle West and West during the past 
sixteen years. He will merchandise 
the entire group from his home office 
at Los Angele. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY | BUSINESS OPPORTUNITY 








SALESMAN WANTED 
Tex., La., Miss., Ala., he established well 
known Children’s Wei Com 
'2.50-$3; Child's 33-4; 
irls’ $5.-$6. 60 stock styles. 
D.A. Will employ onl 
territo 


Address Ne. 201, 
BOOT & SHOE RECORDER, 
239 West 39th Street, New York, WN. Y 


FASHION — COOPERATION 


In order to be quite up to date on fashion in shoes, we are seeking contact with 
leading shoe manufacturers or persons with thorough knowledge of news in shoe 
models and fashion trends in colors as well as lasts. We are on our side willing 
to exchange catalogues and other matters. Please reply with detailed informa- 
tion to: Skofabriksaktiebolaget Oscaria, Orebro, Sweden. 














WANTED :—Experienced shoe salesman for 
territory consielies of Ohio, a and 
Indiana, for fast line of 8 and dress 
welts, 8/8 to 15/8 heel he nts. Straight 
commission basis. Non-conflicting line not 
objectionable. In reply include age, experi- 
ftepl: references and complete information. 
eply 


Bex No. 229, 
s/o BOOT and SHOE RECORDER, 
1627 Locust Street, St. Lows, Moe. 











Factory line of men’s styles, shoes retail 
$5 to $7 for South, Southwest, and Pacific 
Coast. No stock department; all make-up. Will 
make satisfactory financial arrangements with 
men who have good sales records. All replies 
confidential. Our present salesmen know of this 
ad. Address $228, care Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 





HELP WANTED 


SUPERINTENDENT WANTE FOR 
LARGE $1.98 SANDAL FACTORY TO 
BE OPENED IN NEW ENGLAND. LIB. 
ERAL REMUNERATION BUT MUST 
HAVE RECORD O F ACCOMPLISHMENTS 
IN THE ABOVE FIELD. GIVE ALL DE 
TAILS. ADDRESS $176, CARE BOOT 
SHOE RECORDER, 239 | WEST 
STREET. NEW YORK, N. 











A CLIENT of ours is ready to talk business 
with a sales and general manager, qualified 
by ability and experience to put a_ nationally 
known - polish manufacturer on a profitable 
basis. woe an interesting challenge to the 
tight man. He must have a satisfactory sales 
and management background. Salary plus share 
in increased profits. Send gisere, with de- 
— application. No personal interviews until 

4 tle A. Buck’ \ oeeeemnenns 1600 
Arch Street, Philadelphia, 





WANTED — RETAIL SHOE MANAGER 
Must be aos ay oo and modern 
methods of retailing shoes for department store 
tocated in upper New York State. State fully 
oo oe experience and ney, desired. Address 

33, care Boot & ecorder, 239 West 
39th Street, New York, mS 





EXPERIENCED advertising manager for pro- 
gressive shoe chain, also take charge vot 
personnel and supervise displays good o 
tunity for right party. Write full particu _ 
Box $902, care "a Boot & Shoe Recorder, 
239 West 39th St.. New York City. 








ATIONALLY kn medi iced ladies’ 
ge penn Beg hE ge POSITION WANTED 
executive to make investment in busi 
Owner wishes to retire and offers unlimited 
Boon Shoe, Mesorder, 339" West 39th Serect, SHOE ADVERTISING 


S 
New York, N. Y. MAN 


Twente = enty of Oe een 
promotion and advertising experience 
FOR SALE in the shoe industry. Has handled shoe 
advertising successfully in advertising 
agency, nationally known manufac- 
FOR Sale, shoe store Northern Penna. town of turer, retail chain, and trade paper. 
aa population, Railroad Shop center, Low Is alert, keen, and knows how to 
en 
Boot 














small inventory. Address $210, care stretch the advertising dollar, and 
& Shoe Recorder, 239 West 39th Street, make it pay for itself. This young 
New York, N. Y. man would make a profitable invest- 
— - for a yo age retail chain, 
j 2 or department store. e can take on 
FAMILY shoe store in Phila. 100% location the responsibilities of your promotional 
aod Satecer” cite satonal Traads Tens Ge | | erties, snd details, and o/s real job 
$6. $5,000 nee od -hent rea " le. ie choos or you. ” - ~ ig gee 
in locality t’s growin yr ittle competition. s/o BOOT prog 9 RECORDER 
Address $234, care Boot Shoe Aan 239 West 39th Street, New York, N. Y. 


239 West 39th Street, New } 2 N. 

F XCEPTIONAL shoe coll ion. Rare shoes CORRECTIVE SHOES (RETAIL). Middle 

from the most remote places the earth, aged, capable shoe "a. .e position, 

: erton, or ver years prac 

+ ~¥ 100 pairs. Floyd G. rederick, Soud tical experience. 16 years with leading stores 

.. t York A. ity as seneoer — sag 

: ill go anywhere, available immediately, A-! 

yep ~ sanis Geer. Splendid’ coger credentials, moderate salary. Address %232 

tunity for a popular priced women’s and chil- Stee Best of 39 , os ae 239 West 39th 
dren’s shoe department. Write for particulars treet, New York, Y 

to MARTIN DRY GOODS CO., 618-620 South 


Saginaw Street, Flint, Michigan. 
WANTED TO PURCHASE 
OR SALE, Adrian Shoe X-Ra za year at 
like new. 6726 Northwest Highway, Chi- LARGE aerate suet MAMUPAC 
cago, Ill. BLE TO LL G 


BETTER grade Women’s Shoe Store. 100% 
location in large city in New Jersey. Stock 
and modern equipment, cash price $3,500. Ex- 
cellent rtunity. Address $227, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


C QRRECTIVE Shoe Store—100% Manhattan - BOOT 
pn agli Gateway to a Fair—loyal R, WEST 39TH Sracer 
ollowing plus excellent prospects for increasing 
aay —~o ee sell —y gf ff oer vow vo 0. 
interests. ress , care Boot e os t to b 
corder, 239 West 39th Street, New York, N. Y. Nae pA gy Be id in is con, 
. r : j 
] 8 SECTIONS Grand Rapids interlocking shoe | pean cg Me mo Many eS 
shelving; 1 double section hosiery shelving show substantial profit for past year. Will pay 
and glass display case; 2 panels with mirrors; decent price in cash for this store. Would 
ps cashier’s and wrapping counter; 1 show case consider going department in good department 
x 25”; 1 oval show case 7’ x 24” (display store. Give full information concerning loca 
cases all wired); 1 library table. L fix- tion, rental, volume and profits. Replies treated 
tures all finished in walnut. Look like new. in strict confidence. Address $230, care Boot 
Will sell cheap if taken at once. Inquire at & Shoe Recorder, 1627 Locust St., St. Louis. 
Fox Shoe Store, Inc., Waterloo, Iowa. Mo F 

































































address should be counted. 
Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication “™® 
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WANT TO LEASE 


PATENT ATTORNEY 


MERCHANTS’ NEEDS 





Wwe are interested in depart- 

ments for a fine line o "poral 
ced shoes. Address $231, care = 

Fam ng 239 West 39th Street, New York, N.Y. 





WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, YORK, N. Y. 
Telephone WORTH 2-5180-518! 








WE BUY 
Entire or Ss jus Wholesale and HKetail 
Stocks. randes Shoes such as 
ae Sres. ee, Vital- 
Preserver, Queen Quali 
| Stetson, Red Cross, Nunn-Busb. Ete. 
IRVIN BRBUBIN 
“The House of Jobe’ 
88 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 
wt wilt buy surplus or aan stocks of shees 
QUANTITY NO “oBsect 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








of 8 
aS ee Arch and bs quality shoes. Personal 
attention given to all customers. 


MATT AMROSE & SONS 
“All types shoes for all types promotions” 








112-114 Cortland Ave. Syracuse, N. Y. 











Winthrop Representatives 


Meet 


St. Louis, Mo.—At its recent semi- 
annual meeting, the Winthrop Shoe 
Company outlined to its representatives 
the new Fall selling plans. One of the 
unusual features of the campaign is 
the Winthrop profit box as represented 
by a miniature treasure chest which 
will be carried by the representatives. 
To carry the theme still further a 
clever window display utilizing a trea- 
sure chest will be used. 

Many new and distinctive patterns 
are being shown in the Winthrop line 
for Fall. Among those certain to re- 
ceive popular acceptance are the new 
“Antique Copper,” the Beachcomber 
and the Klomp lounge-about. 

In opening the Winthrop sales con- 
ference, the general manager, J. O. 
Rand, announced that shipments for 
the first 6 months of the fiscal year 
were running approximately 100 per 
cent ahead of the same period a year 


Following is a list of Winthrop rep- 
resentatives and their respective ter- 
ritories : 

Irving Butt, 


northeastern states; 








MERCHANTS’ NEEDS 








Window Without 
Crowding 
Cartlent See! Rest—Display Shoes at 
All Angles 


SHOE BALANCERS 
Detail Your Shoes 

sh For A rs 

Men's, or 

Miss , 

Price—$2.50 Per Doz. Pairs 
GOODHUE & CO. 

18 DYSART ST., QUINCY, MASS. 


40% More Styles in 
1 fat INVISIBLE 
. Feline Trimming Ce.. 
St., Boston, Mass. 














EDEN EDE: 
he e Ri 
i Alter Shoes to Fit 


“Abnormal Feet 


C } 
yhaping Devices 





Harry Moss, middle western states; B. 
L. Hopper, southeastern states; Lacy 
Moseley, southwestern states; Harvey 
Conn, Denver, west, including the 
Pacific Coast. 


Brown Rises in Favor Among 
Chicago Women 


Cuicaco, ILL.—Brown, which was 
earlier regarded as a local dark horse 
in shoe colors, has risen rapidly in im- 
portance as a shoe accessory. Brown 
is now selling extremely well in the 
style shops, and several retailers have 
predicted that it will carry well over 
into Summer for wear with white and 
pastels. 

Wolock & Bauer recently devoted an 
entire ad to a brown shoe promotion. 
Marshall Field & Company are show- 
ing brown in their new fishnet shoes, 
and are also recommending brown 
gabardine sandals with brown patent 
leather heels for wear with the old- 
fashioned froeks currently proving so 
popular. The rising popularity of the 


PROVIDE FOOT COMFORT 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top. 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
tic are easily shrunk with 
out harm. 


$4.50 


Special combination offer $25.00 (fluids in. 
cluded in above prices) f.o.b. Indianapolis, 
indiana. 

Fastern Representative: Charles Henry Brows 
& Son, Marbridge Bidg., New York City. 


Send your order or write for detail informatics 


E. C. SMELTZER CO. 


121 EB. Gist Street, Indianapolis, ind. 





No Mis-Mates with Mcte Marks 
2450 2450 2450 





ANNOCK SHOE- 
*rrrives SYSTEM 
1 INCREASE REPEAT SALES 
Satisied customers return 
@ ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIMF 
Cut down try-ons 
Write fer Deseriptive Felder 


and list of shoe factories offering Brannock Devices 
at special cooperative price. 

















light shades of tan in chambray is 
also expected to help increase the de- 
mand for brown accent shoes. 





